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A Summer Style Season Planned 


A Forward Movement to Make July and August 
Distinctive Style Months 


ERE is real, vital news! Can 
H a new selling season be cre- 
ated? Can the months of 
July and August be put to better use 
than clearance sales? The move- 
ment for a summer selling season is 
sponsored by the National Garment 
Retailers’ Association and a group 
of great American apparel organiza- 
tions. They point out that summer 
is the one season of the year wherein 
every section of the country has 
something in common — warm 
weather. It needs a_ distinctive 
fashion vogue—and “it can be stim- 
ulated best this year,” for winter 
slides right over into summer, after 
turning a cold shoulder on spring. 
As a leading feature of business 
at retail all merchants should exploit 
a Summer Style Season. All ap- 
parel industries are in agreement 
that a new selling period can be cre- 
ated.. To that end they are prepar- 
ing a brilliant summer season with 
new and typically 
warm weather ap- 
parel. A national 
appeal is made to 
all merchants to 
cooperate in build- 
ing a summer style 
paradise, instead 
of a season of 
clearances, con- 
traction and 
sales - indolence. 
The accusation is 
made that the shoe 
industry is the 


only one not now in rhythmic step 

Summer—the most distinctively 
feminine season of all, the season of 
radiant colors, of diaphanous mate- 
rials, of sheer fabrics, and of bright 
decoration—has long been neglected 
by the shoe trade. Until recently 
the shoe retail merchant simply of- 
fered a few lines of white shoes as 
the only strictly seasonable shoes for 
this time of year. Thus July is al- 
ways considered a dull month large- 
ly because women have never been 
made to feel that they should have 
strictly summer shoes in the same 
way that they have Spring and Fall 
shoes. 


HAT women are to be made to 

feel that a Summer costume is 
necessary this year is attested by 
the enthusiasm shown at the Sum- 
mer Season Fashion Show at the 
Hotel Commodore, Tuesday evening. 
It was held under the auspices of the 


National Garment Retailers’ Asso- 
ciation and associations representing 
the millinery trade; they are pre- 
pared to make the summer a period 
of specially designed costumes and 
those shown drew forth much favor- 
able comment from those present. 


HOES for the occasion, “shoe 
consciousness,” and shoes to 
harmonize with the gown are now 
well rooted in the minds of most 
women and are the means of giving 
the shoe business life, pep, and 
many extra pairs. Instead of con- 
centrating entirely on fall modes at 
this time of the year, the shoe men 
should take pattern from the dress 
and millinery manufacturers and de- 
vote their time and energy to sum- 
mer modes for June and July selling. 
With women seeking a harmonizing 
ensemble and foot adornment in- 
stead of foot covering, it will only 
take advertising to attract them to 
the store afterthey 
have purchased 
theirSummer 
dresses. This will 
bring new vitality 
to the retail busi- 
ness and bridge 
the gap between 
spring and fall. 
New frocks 
mean new colors, 
and new colors 
mean new _ shoes. 
The dress manu- 
facturers have cre- 
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ated three new colors: Sunni, Coral 
Sand, and June Rose, selected be- 
cause they express the spirit of Sum- 
mer. These colors will be found on 
the dance floors, beaches, and moun- 
tain resorts this Summer. With 
such refreshing colors in frocks the 
shoe retailers must supply colorful 
sheer effect shoes, daintily feminine 
in design. 


HE success depends upon the 

quality and quantity of the en- 
ergy devoted to the movement. With 
the Garment Manufacturers and Re- 
tailers strongly behind it, and pre- 
pared to advertise the idea, the stage 
is all set for the shoe retailers. The 
RECORDER, always 


will fit nicely into the mid-summer 
wardrobe as well as afford the re- 
tailer who caters to the better class 
of trade an opportunity of selling an 
extra pair. Models of this type, 
which are included in many lines 
attract one by their beauty achieved 
thru these motifs and color schemes 
of refreshing appeal. 


OME models are of natural col- 

ored panama with heels and 
straps of parchment kidskin; others 
employ panama for the forepart only, 
and the backpart and heel cover are 
of either a contrasting or harmoniz- 
ing leather; the greater number em- 
ploy this material for inserts. Lace 





werking to sell 
more shoes right, 
has_ pardonable 
pride in being the 
first to point out to 
the shoe trade this 
field so full of pos- 
sibilities for more 
business. 

Fashion — more 
practical than we 
often believe—has 
endorsed for mid- 
summer shoe mod- 
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conspicuously in evidence, but vari- 
ous pastels high in summer fashion 
favor are much in evidence, such as 
spring green and rose tones. 


MONG other fabrics for summer 
wear is a basket weave and 
checkered weave material which, we 
understand, has been imported. Ma- 
terial of this type will rank high in 
realm of good taste. Black and 
white combinations are shown in 
this material and used with patent 
colt bands makes a striking model. 
Since the Deauville Sandal, made 
of woven leather by the smart 
French bootmakers, was found to be 
both stylish and practical for warm 
weather wear, 
many patterns in 
which weaving is 
the feature adapt 
the sandal design, 
but sandals are by 
no means univer- 
sally chosen, as the 
pump, with or 
without the small 
tongue, is fre- 
quently decorated 
either on the side 
or on the front 
with woven effects 





els of the light, 
airy type, and 
made of materials 
which are light in 
weight and adapt- 
able for weaving 
or those which are 
extremely soft and 
pliable. A group 
of models built 
around the idea of 
effectively using 
raffia or panama will bid strongly 
for popularity. These models have 
been accepted in the Southlands, 
where they appeared with the same 
sang froid at the most exclusive 
smart teas as on the popular prome- 
nades. 


stances, 


HE shoe made partly of panama 

or raffia has a fashion appeal and 
charm which attracts the ever grow- 
ing number of women who consider 
individuality and smartness para- 
mount and wear only secondary. 
Most women seldom hesitate to 
choose perishable materials in hats 
and dresses, and now that the “shoe 
to match the gown” idea is firmly 
established, we must expect the sac- 
rifice of durability at the altar of 
style. 

It is freely predicted that silk 
frocks with both floral and modern- 
istic themes will find favor for sum- 
mer time wear, and shoes of raffia or 
panama employing the same themes 


were numerically more popular. 


Knee-length Skirts for Summer 


Knee-length skirts, broad-brimmed chapeaux and a definite return to the 
straight silhouette were the distinguishing features of the summer fashion 
promenade of the National Garment Retailers’ Association, which was 
held last week at the Hotel Commodore before an audience of 2000. 
Three new colors were launched—Sunni, a golden yellow; Coral Sand, 
a light tan, and June Rose, a pedch-pink hue. 
evidence, but solid color fabrics, usually in white and the pastel shades, 
A new and interestnig note was the 
colored footwear, the shoe matching the coat, frock or hat in many in- 


panama used over pastel shades of 
linen forms a combination attractive 
and distinctive in design, and one in 
which the coolness is accentuated. 
Some designs are exploited thru the 
weave of the panama, but others are 
applied to it by a process which re- 
sembles hand painting. Florals 
form the chief source of inspiration 
and are _ introduced frequently 
through this process and also by 
woolen stitching, which may become 
an especially popular decoration of 
summer footwear. Delineated from 
the art of wool embroidery are sev- 
eral interesting models which pre- 
sent a summer novelty which are 
both unique and harmonizing with 
the summer modes. 

For mid-summer linen has hither- 
to been used freely in white, but this 
season importance is attached to the 
pastel linen shades combined with 
kid and reptile in a wide range of 
color schemes. Three or four color 
combinations dominate with tan 


Printed silks were in 


or with material to 
imitate these ef- 
fects. 

Another _ effect 
of particular im- 
portance at the 
present time is 
that golden floral 
decorations 
on whole vamp 
patterns. In many 
instances the pat- 
terns take the form of the D’Orsay 
and the floral extends from the 
tongue to the back part and displays 
a delightful contrast. 


HAT more delightful harmony 

could exist than pumps with 
the flaring tongues of kid in rain- 
bow effects with the radiant, filmy 
fabrics which will be worn in sum- 
mer dresses? Pleats and fan treat- 
ments were much in evidence in the 
summer frocks, and the shoemaker 
is able to produce on a white back- 
ground a wide range of fashionable 
footwear salable in July and August. 


Features Summer Weight 
Shoes 


Hanan & Son of San Francisco in 
an excellent newspaper advertise- 
ment offered to men the new Sum- 
mer Weight Oxford in tan, patent 
leather, or light weight gun metal 
calf. The price quoted was $15. 
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TELL- U-HOW 


A new Boot and Shoe Recorder depart- 
ment in which will be found the solu- 
tion of merchandising problems sub- 
mitted by merchants to O. K. Johnson, 


= 


=i 


HOUND Mtg ete 








Associate Editor of Merchandising Prac- 


THE INQUIRY: 


We would be pleased to have 
any information regarding the 
taking of mark-downs. All of our 
inventories are taken at retail. 
We make mark-downs on each 
item as sold, but it seems after in- 
ventory it is very hard to keep 
from running short, or over. 

We have one suggestion of tak- 
ing mark-downs on all merchan- 
dise at same price and then, after 
same is put back to regular price, 
take the mark-up. 

—From a Colorado Store. 


THE ANSWER 


HE original mark-down record 
[sso be a Mark-Down Sheet, 

numbered consecutively, print- 
ed in duplicate, the original on white 
bond paper, duplicate on yellow bond 
paper, put up in pads of 100 to the 
pad, original and duplicate alternat- 
ing. A carbon will be used between 
the original and duplicate. 

The form will comprise five col- 
umns, for the entry of the following 
information: Style number, number 
of pairs, former retail price, new 
retail price and value of mark- 
downs. There will be several hori- 
zontal rulings so that several items 
can be entered on the same sheet. 
At the bottom of the fifth column 
there will be room for the addition 
of the total amount of mark-downs 
entered in the several items. There 
will also be space for entering the 
date, and the name of the depart- 
ment in which the mark-downs are 
being taken; also, for the signature 
of the buyer or manager ordering 
the mark-downs and the sgnature 
of the proprietor or store executive 
who is authorized to approve mark- 
downs. 


tice 


The proprietor, buyer or manager, 
or whoever is the one responsible for 
merchandising in the given depart- 
ment, will reach his decision as to 
what goods should be marked down, 
after careful study of his stock-keep- 
ing and selling records. Having made 
this decision, he will enter the in- 
formation on the mark-down on 
each item in the proper columns as 
suggested above, thus: 


Style No. 234. 

Number of pairs, 18. 
Former retail price, $8. 
New retail price, $5.85. 
Value of mark-down, $38.70. 


The total amount of mark-downs, 
found by adding the items in the 
fifth column, is written at the bot- 
tom of that column. 


RIGINAL and duplicate then go 
together to the executive au- 
thorized to approve mark-downs. If 
he does not approve, he calls the 
buyer into conference. If he does ap- 
prove, he indicates that fact by 


appending his signature on both: 


original and duplicate in the proper 
space. The duplicate goes to the man 
responsible in that particular depart- 
ment for the actual marking of 
that department’s merchandise. He 
changes the price on the goods 
wherever the selling price is recorded, 
on the carton label, the merchandise 
ticket which accompanies the shoes, 
or upon the shoes themselves in cases 
where the price is marked on the 
shoes, on the sole or shank, for in- 
stance. After the price has actually 
been changed on the merchandise, 
the yellow sheet is signed by the man 
who has made the change, and the 
sheet is returned to the office, where 
it is kept on file. The white original 
sheet, meanwhile, has gone to the 
office, or to the statistical depart- 
ment, if the store is large enough to 
have such a department. 


At the end of the’ month a recapit- 
ulation is made...All mark-downs are 
added up to get the total for the 
month, and this amount is credited 
to the department in the proper 
column on the stock sheet in the ac- 
counting department. Recapitulation 
is always by departments, and care 
must be exercised to see that the 
proper department receives’ the 
credit. It needs to be said, also, that 
where the store grants allowances 
to customers or gives a discount to 
employees, the totals for these reduc- 
tions in price should be recapitu- 
lated monthly, and the proper de- 
partments should be credited with 
these amounts, in entries entirely 
separate from the entry of mark- 
downs. 

If there is reason, at some later 
time, to mark up the price of any of 
these items to the former price or 
to any figure which the buyer or 
manager shall determine upon, or if 
any goods marked at original prices 
require an increase in their price, 
the procedure is the same as for 
mark-downs, except that the sheet 
should be plainly marked “mark-up” 
in the upper right hand corner. And 
the accounting department will 
charge thesee totals, per month, 
against the proper department on the 
stock sheet. 


OME stores use a larger form, 

having another column in which 
to enter the difference in price per 
unit pair, in addition to the column 
giving the amount of total change in 
value for the entire lot. A separate 
space may also be included in the 
form to receive the signature of the 
man who marks the merchandise, 
with the caption, “Goods marked 
by.” It is possible that some large 
stores, using these sheets for mark- 
ups, might want to distinguish be- 
tween mark-ups from regular prices 
and mark-ups on merchandise that 
had previously been marked down. 
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Trimming of Major Importance 


This ornate one-strap illustrates 

how futuristic trimmings in high 

colors can be combined with black 
kid 


This pattern is a particularly at- 

tractive one and now one of the 

latest numbers on Fifth Avenue. 

Painted kid trimmings are used as 

underlays. The front strap is very 
smart 


Considerable emphasis has been 
placed on types of shoes for fall be- 
ing more filled in, the idea being 
that semi-dress footwear should be 
different than evening footwear 


on Shoes 


HE shoe styles conference 
which met in New York recent- 
ly devoted much of its time to 
a consideration of a short paragraph 
under the title “Turn Types of Shoes 
for Women—Dressy and Informal 
Wear.” The subject matter was 
“Materials.” The final decision was 
to put a note in advance of the speci- 
fication of materials which gives it 
naturally more importance as a 
guide to Fall and Winter footwear. 
Here is the whole definition of “Ma- 
terials”: 

“Novelty leathers, principally in 
reptilian effects, will be most im- 
portant for use as trimmings, and 
have some importance for all-over 
shoes. 

“1—Patent—plain or trimmed. 

“2—Tan and brown leathers— 
grain and suede—plain or trimmed. 
(See Color Card.) 

“3—Black satin, plain or trimmed. 

“4—Colored leathers othen than 
tan and brown—plain or trimmed. 
(See Color Card.) 

“5—Black leathers—grain 
suede finish—plain or trimmed.” 

The point here emphasized is that 
novelty leathers, principally in rep- 
tilian effects, will be most important 
for use as trimmings, just previous 
to the style revue, which was the 
evening function of the shoe style 
conference, J. J. Lyons, in behalf of 
kid tanning, distributed a portfolio 
containing advance patterns right in 
line with the idea of making the 
trimming serve as punctuation to 
the basic material used. 

These shoes illustrate very clearly 
the possibilities of ornamentation 
over a black kid base, and the story 
is told as follows: 

“Kidskin is the accepted medium 


and 


Twin straps, very light and dainty, 
are used on this lop-sided pattern 
where gray snakeskin and black kid 
are effectively combined. Note the 
flow of lines in this number 


The panel inserts, as typified by this 

shoe combining King Cobra and 

black kid, illustrate a high degree 

of beauty on a high heeled number 
for the advance season 


Painted kid trimmings on a side lace 

oxford height slipper for fall. This 

is something very smart in high 
grade shoe making 
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Footwear Entering a Period of 
Great Beauty 


The scalloped throat came from 

Paris originally in a pump. Here it 

has been translated into a one-strap 
in woodbark with kid trimmings 


High throats are a real possibility 
for fall, particularly with the use of 
a band of leathers, one over the 
other, as illustrated in this black kid 
shoe with red lizard trimmings 


The oxford type is being nationally 
recommended for adoption this fall to 
give a change to the American public 
in types of footwear. Some of the big- 
gest buyers are sponsoring the vogue 
so as to retire summer type shoes and 
make a place for fall and winter types 


for the smartest footwear. Colored 
kid is the predominating note of 
fashion. Style creators realize that 
women have become ‘kid conscious’ 
and they are now attempting to cap- 
italize this preference by intro- 
ducing, where a black shoe is needed, 
the black kid fashion shoe. 

“Fabrics of black and navy blue 
are sponsored in Paris. Many black 
costumes are being displayed now 
by exclusive shops on the Avenue. 
There is every indication that black 
will play a leading part with other 
fall and winter colors. The black 
shoe is, of course, a requisite of the 
black ensemble. 

“For black footwear, the smart 
shoe of black kid offers unlimited 
possibilities. It is a novelty—some- 
thing decidedly new. Yet it is a 
staple, too. It is a logical leather 


style trend rather than a fad. 
“Kidskin has a greater degree of 


beauty and suppleness than any other 
shoe material. Its quiet elegance and 
unusual charm both in color and 
black have an irresistible appeal to 
the better dressed woman. 

“Novelty effects for black kid 
shoes are in abundance. Reptilian 
leathers are smart for upper trim- 
mings, while with the increasing im- 
portance of heels, there is a tendency 
to accentuate them by contrast. Col- 
ored kid, alligator, lizard, snakeskin 
and patent—in various shades of 
gray and beige for the more conser- 
vative street shoe, and in colorful 
shades for the costume shoe—all 
make smart heels and trimming mo- 
tifs for smart shoes of black kid. 

“A few suggestions of exclusive 
designs for Fall are offered on the 
following pages. You may use them 
or adapt them in any manner.” 


The Charleston ankle strap is a de- 

cidedly new type of shoe, and we see 

it here in green lizard over black 

kid. The idea of the ankle band is to 
give more adjustment 


A two-eyelet strap in white checked 
trimming over black kid. The little 
lace is of black silk 


Blue lizard trimming over a black kid 

oxford type is a very effective filled-in 

shoe for the fall season. It is a smart- 

ness that goes with tailor made costum- 
ing 





BOOT AND SHOE RECORDER 


BOOT and SHOE 


RECORDER 


The Great National ShoeWeehly 


ESTABLISHED APRA 1 
eae 


EXECUTIVE, EDITORIAL AND SALES OFFICES 
207 SouTH STREET, BOSTON, MASs. 








ARTHUR D. ANDERSON, Editor 
OwEN A. THOMAS HELEN M. HANEY 
Harry F.. BAKER RICHARD L. PRATHER 
Associate Editors 
HARRY R. TERHUNE, Field Editor 





OFFICE OF THE PUBLICATION 
239 WEST 39TH STREET, NEW YORK CITY 


BRANCH OFFICES 
CHICAGO—189 W. Madison St., Phone Main 1089 
Sr. Louis—1627 Locust St., Phone Garfield 6130 
New YorK—239 W. 39th St., Phone Penn. 0080 
CINCINNATI—617 First National Bank Bldg., Main 2378 
RocHESTER—Room 106, 70 Exchange St., Phone Main 224 
PHILADELPHIA—Perry Bldg., Rittenhouse 7868 





SUBSCRIPTION RATES 
The subscription price of the Boot and Shoe Recorder is $5.00 a 
year in advance, which includes postage in the United States, 
Cuba, Hawaiian Islands, Philippine Islands, Virgin Islands, 
Alaska, Canada, Mexico, Costa Rica, Dominican Republic, Hon- 
duras, Nicaragua, El Salvador, Argentina, Bolivia, Brazil, 
Colombia, Ecuador, Peru, Uruguay, Spain, The Balearic Islands 
and the Canary Islands. 
FOREIGN SUBSCRIPTION—The price to all foreign countries 
except the above is $10.00 per year including postage. 
All a are payable in advance. 
When writing about changes of address, please give us the old 
as well as the new address, and please give us three weeks’ notice 
before the change is desired. 





second-class matter Sept. 19, 1925, at the Post Office at New York, 
Y., under the act of March 3, 1879. 
Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 


Entered as 





THE BOOT AND SHOE RECORDER PUBLISHING Co. 


207 SouTH STREET, BOSTON, MAss. 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 
ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 
CHARLES G. PHILLIPS CHARLES H. FURBER HucH M. BowEn 
OweEN A. THOMAS R. D. NorTHROP 








The Framework for Fall 


HE recent Shoe Styles Conference bears the 

same relationship to the shoe and leather busi- 
ness of this country as the framework of a house 
bears to the completed building. No better parallel 
comes to mind, and it is worth remembering. The 
job of style conferencing is not program-making 
alone, and then forgetting the schedules and going 
back to “hunch and hopes” for the selection of 
profitable styles for the coming season. 

The task begun was as if the retail shoe mer- 
chants decided to build a house of fall business so 
they deliberated first on the general framework of 
this edifice of future profits; then called into con- 
sultation tanners for the materials, shoe manufac- 
turers for the design, and every expert opinion— 
all for the purpose of putting on paper the basic 
features of style and color for a coming season. 
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How well they planned depends upon the future 
creation and selection of the right shoe at the right 
time for popularized distribution in the millions of 
pairs. Therefore, join with us in upholding the 
framework, for it is to be built on a foundation of 
profit for more merchants. Without such a frame- 
work each merchant erects for himself a structure 
according to his own whim and fancy, no two mer- 
chants thinking alike. 


Grade Up—Not Down 


b bem tendency of many shoe merchants to grade 

down in order to meet the low-priced competi- 
tion has resulted in considerable damage to the 
morale of the trade. 

A store that has built up a substantial business 
on shoes at prices commensurate with values need 
not worry over cheap shoes. But some of them do. 
Recently a shoe merchant who has always enjoyed 
the trade of the better spenders remarked that he 
was worrying a lot over the inroads of the price 
cutters. Asked if he had ever sold any shoes at 
such low prices, he replied that he never had and 
never would. Then why should he worry about 
something that never had happened to him and 
never would? 

It seems to be human nature to worry about 
such matters. A store that maintains prices at 
from $10 to $15 worries because a new store down 
the street has announced a policy of shoes at $6. 
Why? Surely the six-dollar man is not going to 
cut in on the ten and fifteen-dollar business to any 
marked extent. There is a place for the six-dollar 
store. Many people want that kind of shoes. But 
there are also many people who want the ten to 
fifteen-dollar shoes. ° 

The real danger to the shoe business is the pirate 
who tells the people that he is giving them fifteen- 
dollar values for six. 

One merchant in San Francisco who seems to 
be unafraid of cheaper shoes is Jack Rogers of 
the Bootery. In a recent window were displayed 
women’s shoes with price tickets announcing prices 
of $60, $62, $90 and $95 per pair. 

A few doors away another store was showing 
women’s shoes at $5.85. Both stores will sell their 
shoes. There is a clientele for both. Why should 
either worry about the other? 

A good rule is to sell your own shoes and let the 
other fellow sell his. Too much attention to that 
competitor may disrupt your morale and cause a 
needless loss of profits. 


The Path of Boots 


OPE never dies. Style, by swinging in its 
magic circle, brings back what is old, and 
makes it fashionably new. The leather-legged 
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boots of the Centennial are expected to return as 
fashion boots for the Sesqui-Centennial. The 
miracles of machinery that made the exposition in 
Philadelphia in 1876 of world-wide importance, 
give way to the miracles of fashion which will be 
pictured in Philadelphia this year in a palace of 
fashion. Once the interest was in machinery and 
production, now it is in fashion and distribution. 

All this by way of background for the return of 
the boot of fashion. When the Texas ad men went 
to London to bring back the convention of the 
Advertising Clubs of the World to Houston, they 
brought with them the Rodeo boot. It was a great 
hit in England because it was wonderfully new, 
and was linked up with the thrill of a Rodeo. The 
boot was one step further along than the Russian 
boot. Then followed the Wellington boot, which 
was a remarkable success in England, because of 
the bitter and watery winter. 

Now comes information direct from Australia 
on boots. In the Antipodes autumn is developing 
a demand for high boots for women, and the full 
tide of demand will be in evidence about July 4, 
comparable in season with the Christmas period in 
the United States. 

Now comes indications that very ornate boots 
will have a fashion valuation in America in the 
fall and winter of 1926-1927. A musical show, 
“The Vagabond King,” has given a distinctive 
name to the new fashion in boots, namely, “Vaga- 
bond boots.” They are somewhat of a stylish, 
modified boot, particularly interesting to flappers 
who want to be different. Thereby hangs the story 
of the leg boots of the world in their renaissance. 
Will we see boots for fall? 


“Packing a Grouch” 


LD TIMERS have an expression that aptly 
describes the individual who is too busy or 
too ill-tempered to be polite. They call it “pack- 
ing a grouch.” The representative of the RE- 
CORDER, who is afield in the towns and cities of 
California, meets some rare cases. Recently in a 
small city contiguous to. Los Angeles, he met with 
this one: 
Entering the store he approached the man who 
seemed to be in charge. 
“Good morning, sir, I represent the BooT AND 
SHOE RECORDER—” 
“Not interested,” snapped the grouch. 
“Not interested in what?” asked the RECORDER 
man. 
“Don’t want to buy nothing,” replied the sour 


one. 
“Did I offer to sell you anything?” 
“No, but I wouldn’t buy it if you did.” 
“Well, my friend, I did not come in here to sell 


you anything. 


I have nothing to sell. I have 
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something to give away if you will take it. But in 
your present mood I think I had better go out and 
leave you alone.” 

This changed the aspect slightly. The grouch 
showed signs of thawing out. Here was a man 
with something to give away. Perhaps it was 
worth investigating. He pulled a half smile over 
his bilious face and repeated his query: 

“What is it you are giving away?” 

“Well, sir, I am giving something to merchants 
who are polite and civil, but I have no time to waste 
on a person who insults me the moment I enter his 
store. Good bye.” And the RECORDER man passed 
out, leaving the grouch wondering just what it 
was he had missed. 


“From Now On” 


T a small gathering of shoe men recently the 
question was asked, “How long will fancy 
leathers be good?” No man can definitely answer 
this query, but it is a safe guess that the reign 
of fancy materials, both leather and fabric will 
not end in the life time of anyone now engaged 
in the shoe business. As a matter of fact, the 
vogue for fancy materials in footwear is in its 
infancy—it has not even shaken off its swaddling 
clothes. To the public at large, snake leathers are 
still a novelty. Wisecrackers stand in front of the 
snake cages in the zoo and talk about shoes. But 
snake leathers will not be considered a novelty 
next fall. There are plenty of leathers in the 
world still undiscovered, that may be converted 
into shoes. And there seems to be no new leather 
that the tanner cannot simulate with good results. 
We have by means exhausted the possibilities 
of the staple old calf and kid skins. The kid skin 
tanners are just beginning to enter the reptilian 
field, but they are producing some remarkably good 
looking effects. Snake designs are not the sole 
decoration that may be put upon a plain leather. 
There is the whole background and history of art 
to draw upon. We may see a wave of “period” 
designs in leather, just as we have had them in 
silks and other fabrics. 

Outside the realm of leather there is a vast un- 
charted sea of materials, so far as the shoe trade 
is concerned. Panama is not the only straw that 
is going into shoes, nor will it be the last. Then 
there are various new constructions in fabrics. 
We have yet to see a shoe made of rayon, the 
youngest of the textiles, but we expect to see one 
before long. Anything and everything is grist for 
the shoe making mill. 

When will the vogue for novelty materials end? 
The answer may be like that of the old darky in 
the penitentiary, who, when asked “How long are 
you in for, Mose,” replied, “De jedge didn’ say. 
All he say was ‘Frum now on.’” 
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Lewis A. Crossett Dead 


Famous South Shore Shoe Manufacturer Had Been II] for Long Time 
—Was Noted for His Philanthropic Work 


OLLOWING a pro- 

Fk longed illness, Lewis 

A. Crossett, one of the 
leaders of the shoe industry 
in the United States, diea 

Saturday, April 24, at his 

summer home in Cohasset, 

Mass. He was head of the 

company which bears his 

name, with factories in 

North Abington, Mass., and 

Augusta, Me. 

His death removes one 
more of those old-time New 
England shoemakers whose 
conscientiousness and accur- 
ate knowledge of their craft 
enabled them to make the 
name of the Old Colony dis- 
trict synonymous with mer- 
chandise excellence. 

Funeral services, attended 
by employees and representa- 
tives of every branch of the 
industry, were held Monday 
afternoon at the New Old 
South Church, Boston. 

A notable characteristic 
of Mr. Crossett was the 
judicious use of the wealth 
which he had acquired, and, 
more than 20 years ago he 
had become widely known as a 
philanthropist, much of his interest 
being centered in the activities of 
the Y. M. C. A., of which organiza- 
tion he had been chairman of the 
state committee for Massachusetts 

and Rhode Island. For many years 
he was a director of the Boston Y. 
M. C. A., and the State Y. M. C. A., 
and the international committee of 
the association. He was a trustee 
of the naval Y. M. C. A. in Charles- 
town. In 1903 he gave a fully 
equipped Y. M. C. A. building to the 
town of Abington, and for years was 
a director and trustee of that or- 
ganization. 

During the World War he was 
appointed special commissioner of 
the War Work Council of the Y. M. 
C. A. and passed the summers of 
1917 and 1918 with the American, 
French and English armies on 
French soil. His administration of 
this task was highly successful and 
attracted wide attention. On his 
return to this country he conducted 
the Red Triangle campaign for the 


pp ae 


LEWIS A. CROSSETT 


Shoe manufacturer and philanthropist, born 
Jan. 29, 1859; died April 24, 1926 


War Work Council and served as 
treasurer of the Boston Y. M. C. A. 
campaign for $100,000. He made the 
initial gift of $5,000 to the fund. 
Three years ago he was one of the 
delegates to the world conference on 
boys’ work in Austria. 

Another one of his philanthropies 
was the group enterprises at North- 
field, Mass., founded by Dwight L. 
Moody and he was a member of the 
board of directors of the Northfield 
schools. He was president and a 
director of the Northfield Hotel 
Company and a member of the board 
of the Boston Safe Deposit and 
Trust Company. He was a member 
of the Sons of the American Revolu- 
lution and his clubs included the 
Algonquin, Exchange and Merchants’ 
of Boston, and the Union League and 
Metropolitan of New York. Sur- 
viving are his widow and a daugh- 
ter, Mrs. Austin S. Kibbee of 
Cohasset. 

Mr. Crossett was born in Spring- 
field, Jan. 29, 1859. He was the son 
of Robert and Ruth W. Lewis Cros- 


sett and was educated in the 
schools of that city. He 
entered the shoe business 
when a young man and 
reached the first major 
height of his career when 
the Lewis A. Crossett com- 
pany was incorporated in 
1902 with Mr. .Crossett as 
president and treasurer. 

The Rev. Dr. George A. 
Gordon officiated at the 
funeral services assisted by 
the Rev. Boynton Merrill. 
The honorary pallbearers 
were William L. McKee and 
William Whittemore, dea- 
cons of the Old South 
Church, of which Mr. Cros- 
sett, also had been a deacon; 
J. L. Grandin, associated 
with Mr. Crossett on the 
Board of the Northfield 
Schools; A. H. Curtis, vice- 
president of the New Eng- 
land Mutual Life Insurance 
Company; A. H. Atherton, 
vice-president; Fred Belyea, 
Albert Johnson and Ralph 
Hasty, all of the Lewis A. 
Crossett Company; Charles 
A. Rogerson, president of 
the Boston Safe Deposit and Trust 
Company; Charles Hoyt, of Farns- 
worth-Hoyt Company; J. Franklin 
McElwain, of the J. F. McElwain 
Company; W. Irving Bullard, vice- 
president of the Merchants National 
Bank of Boston, and R. L. O’Brien, 
of the Boston Herald. 

The New England Shoe and 
Leather Association was officially 
represented by a committee includ- 
ing its president, Alfred W. Don- 
ovan, of E. T. Wright and Co., Inc., 
Rockland, and Fred R. Rice, of Rice 
& Hutchins, Inc.; Charles H. Jones, 
of the Commonwealth Shoe and 
Leather Company; Herbert T. 
Drake, of the Emerson Shoe Manu- 
facturing Company; Burt W. Ran- 
kin, of Hunt-Rankin Leather Com- 
pany, and James T. F. McGarry, of 
the Armour Leather Company. As 
a special recognition of Mr. Cros- 
sett’s patriotic service to his coun- 
try during the war the flag was at 
half staff on the association’s build- 
ing during the hour of the services. 
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Is There Money in Selling 
Children’s Footwear? 


A Real Business, and a Profitable One Can Be 


SK a score of shoe merchants 

AE they believe that children’s 

shoes are profitable.to handle 

and more than two-thirds of them 

will answer: “No! Emphatically, 
and positively, no!” 

Being pressed for reasons they 
will give one or the other of these 
stereotyped replies: “Not worth 
the bother.” “It don’t pay.” “We 
have cut out children’s shoes—no 
money in them.” “Mothers will 
not pay the prices we must ask in 
order to make a profit.” “Too much 
trouble and grief.” “Children’s 
shoes are sold on too close a mar- 
gin.” And about a dozen other 
reasons, equally illogical, un- 
thoughted, and near-sighted. 

Is it a fact that children’s shoes 
are not profitable or is it just a 
habit of thought, a manner of 
speaking, or plain neglect? 

The Recorder has said many 


times, and repeats the assertion, 
that one of the greatest oppor- 
tunities in the business of retail- 


ing shoes today is in children’s 
shoes. 

The man who says “they are not 
worth the bother” loses sight of 
the fact that bother in any business 
is the foundation of success. No 
great business has ever been built 
up without infinite plans and at- 
tention to detail. He forgets that 
the child of today is the man or 
woman of tomorrow. He fails to 
recognize that a boy or girl of ten 
will be a grown man or woman in 
six or eight short years. 


F it does not pay to handle them, 
why? If there is no money in 

them, why? If mothers will not 
pay the prices a merchant must 
ask, why? If the margin of profit 
is too short, why? 

Why? Why? Why? 

If a shoe merchant can sell the 
mother her shoes at a good margin 
of profit why can he not sell her 
shoes for children at a good mar- 
gin of profit? Because he has edu- 
cated the mother to a better appre- 


Built in Little Shoes 


ciation of her shoes and neglected 
to teach her the value of good shoes 
for the little ones. He takes great 
pains and does a lot of missionary 
work on the selling style, fit, 
comfort, quality, and all that, to 
the mother. Today the woman 
buys shoes as a style and beauty 








How to Meet Price 
Argument 


How many shoe merchants 
have ever taken the trouble 
to enlighten a woman on this? 
Have you ever said: “Madam, 
it requires just as much labor, 
just as much time and 
thought, just as much skill to 
make this small shoe as it 
takes to make a shoe for you. 
This little welt shoe that I 
am showing you _ passed 
through just as many hands, 
it took just as many machines 
and almost as much material 
as the shoe I have just sold 
you for your own use.” 











——l 





adjunct to her dress. But when it 
comes to the purchase of shoes for 
her children she shops around for 
bargain lots and makes wear her 
watchword. Why? Simply be- 
cause the shoe merchant has not 
been awake to his greatest oppor- 
tunity. He has attempted to meet 
her demands for cheap shoes for 
children. He has utterly lost sight 
of the fact that he is following a 
circle, like a dog chasing his tail. 
He has encouraged a bad state of 
mind by yielding to the bargain 
hunting instinct of the mother who 
seeks shoes that will “last the chil- 
dren a long time” regardless of 
comfort, quality, or the ruination 
of tender little feet. 

Every concession he makes to the 
desire for cheaper and cheaper 
shoes for children makes a bad 
situation worse. 


If he had the courage and the 
acumen to stand boldly and un- 
afraid for correct principles in 
shoe merchandising he would be 
able to correct this grievous condi- 
tion. 


UPPOSE he buys a line of shoes 

for children at a few cents 
higher factory price and retails them 
at a margin that affords him a fair 
profit, it may mean a little harder 
work in the end but he will be 
serving his trade and making a 
future asset for himself. Why 
should a shoe merchant hesitate to 
ask a good price for a good shoe? 
He does not falter when it comes 
to woman’s footwear. He has no 
hesitancy in asking a good price 
for men’s shoes. Why should he 
quibble and bobble around when 
it is a question of 25 cents, or at 
the most, 50 cents, on the factory 
price of an excellent line of chil- 
dren’s shoes? 

Proper methods will sell mer- 
chandise at fair prices. Careful 
thinking will solve any problem. 

Let’s take a look at an average 
case of a mother buying shoes for 
herself and for her child. She se- 
lects a pair of high grade pumps 
for herself and pays from ten to 
twelve dollars, willingly, cheer- 
fully. When she steps into the 
children’s department how quickly 
her mental attitude is changed. 


HE wants a pair of shoes for 
KJ little Jennie at about two-fifty. 
She wants a pair for little Tom at 
about three. She wants something 
that will wear. The children wear out 
so many shoes. It is really fright- 
ful how the shoe bills run up. 
When the shoe man asks her four 
or five for the small shoes she be- 
comes very indignant and calls the 
clerk a robber and his boss a 
profiteer. 

Does that clerk, or that boss, 
have the courage to tell her the 
truth she ought to know? Does he 
say to her: “Madame, your attitude 


[CONTINUED ON PAGE 62] 
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What Price Loyalty? 


By R. L. Prather 


were possible to tell the name of the shoe 

merchant who opened his heart and gave 
me the inner workings of his mind. But, as 
you read further you will see that it would not 
be good business for him to be quoted. He is 
trying to work out a new plan of compensating 
his help. To make public his aims and desires 
might defeat a fine purpose. But I can say that 
he is a big operator, owning several stores and 
setting a rapid pace in shoe merchandising. We 
were talking about retail shoe salesmen. The 
conversation turned to the moot subject of 
“loyalty.” He said: 


“There is a lot said about loyalty of retail 
salespeople. Some of my brother merchants tell 
me that such a thing is unknown in the business 
today. They say that clerks will remain loyal to 
a merchant only so long as it is profitable to 
them to be so. Well, is that not one of the first 
instincts of man? Are we not all more or less 
tinged with that primitive instinct? Looking 
out for Number One is the big idea with most 
men. 


“IT am in business to make money. So are my 
salesmen. They are come into my stores to earn 
a living and to get some money into their bank 
accounts. If they can make more money else- 
where they have a right to go there and get it. 
Let’s take a look at this matter of compensating 
salespeople. Some stores pay salary and bonus, 
or commission. Some pay straight salary and 
exact the most from their help. I pay both 
salary and commission. But I go further than 
that. At the end of the year I sum up the per- 
formance of each man and hand him an extra 
check. I pay one-half of their insurance. I 
give: them vacations, and pay them while they 
are ill or away from the stores through accident 
or necessity. My help is as loyal as it is possi- 
ble for humans to be under all the existing cir- 
cumstances. 


“But, I feel that I should go further than that. 
I am, right now, seeking a better method of 
compensating my help. I want to pay them more 
money for the work they do for me. I want 
them to earn more, naturally, but I want to find 
a way of rewarding their loyalty in a more sub- 
substantial manner. 


“It is the people in a store that give it a soul. 
Without them there would be nothing but fix- 
tures, cartons, seats and emptiness. It is the 
men out there on the floor that sell the shoes 
and keep that old cash register jingling. It is 
their work that makes me prosperous. It is 
their earnestness and enthusiasm that make this 


R=: in the beginning the writer wishes it 


store what it is. The selling force of any busi- 
ness is the dynamo that makes the wheels go 
round. 


“I am thinking of taking my people into part- 
nership with me in some sort of arrangement 
that will permit them to share in the profits of 
my business. 


“IT am now working out a plan that will give 
my hard-working crew a better compensation 
than salary and commission. 


“I am making a lot of figures on paper. I 
am giving a lot of time and thought to this idea. 
It seems to work out about like this: 


“T will take a certain amount of the net earn- 
ings of my stores and set it aside as a safeguard, 
business insurance you might say. That will go 
into a savings account and serve as a war chest 
or fund to draw upon in time of trouble. 


“T will take another certain amount and set it 
aside for increased operating expense, expan- 
sion, etc. 


“Then I am going to ask myself just how 
much of the remainder I am going to be satisfied 
with as my part of the earnings. Surely I owe 
myself something for the responsibility I as- 
sume in financing and conducting the business. 
Just how much of it I will pay myself I have not 
yet decided. I have to fight off a certain selfish- 
ness, you know, just as all humans must. 


“Then, I am going to say to myself that a con- 
siderable amount of the remainder of the funds 
belongs to the men who helped to create it. 
Just how much I cannot say yet. It must be a 
generous amount. 


“My salespeople are going to be taken right 


into my confidence in this matter. I will have 
a meeting and tell them all about it. I will tell 
them that if they share in the profits they must 
share in the losses also. If we have a bad year, 
if business falls off, we will all share the loss. 
They will be told that their efforts to make busi- 
ness good will bring financial reward. On the 
other hand, their indifference and carelessness 
will bring loss to all of us. 


“Now, I ask you, am I crazy? Am I attempt- 
ing the impossible? If you print this there will 
be a thousand shoe men jumping onto your neck. 
They will tell you that you are disturbing the 
regular order of things. And I will be the 
anonymous person that started something too 
wild and impracticable to be named by polite 
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In Merchandising 


New Western Store Embodies Unique Idea 


has built a successful business 
under the name of Watkins 
Bootery at Santa Ana, Cal., recently 
opened a second store. The new ven- 
ture is located in Riverside, Cal., and 
is known as the Tuma-Watkins Boot 
Shop. 
Did you ever see shoes in a green 
shoe store? Visit the Tuma-Watkins 
Boot Shop and you will. Pistache 


(Uist A. WATKINS, who 


green, it is, furnished in ivory and 


In the Tuma-Watkins 
Boot Shop, in Riverside, 
Cal., the woman customer 
reclines at her ease on 
divan or in upholstered 
armchair, reading her fav- 
orite magazine until she is 
waited on. Chester Wat- 
kins, head of the firm, be- 
lieves in making it easy 
for them to stay a long 
time. The interior color 
scheme is pistache green, 
relieved by touches of 
black and ivory. 


black with harmoniously contrasting 
rugs. In describing this unusual 
store, Mr. Watkins writes: 

“The shelving is unique, as instead 
of just the usual standards between 
sections of narrow width, they are 
5 in. wide and are all hand stenciled, 
as is all the shelving. We have built- 
in inside show cases, and these, too, 
are different, as they resemble pic- 
tures in frames. 

“The furniture consists of large 









































divans and single roll arm chairs, 
and each divan and chair is uphol- 
stered in high colored silk velours, 
matching or blending with the rest 
of the color scheme. Beside each 
single chair is a tabourette on which 
are placed the latest magazines in 
which women are interested, as this 
shop caters only to women and chil- 
dren. Between divans is a large liv- 
ing room table, which is also of 
unique design, and on these tables 
will be found Chinese brass bowls 
containing beautiful flowers. 


“J FORGOT to mention that the 

idea of the magazines is to give 
the customer something to occupy 
herself while waiting to be served, 


‘and already it has proved a fine 


thing. 
“At the center of the shop will be 


‘found two floor lamps of wrought 


iron in the latest design, with parch- 
ment shades. These lamps give bal- 
ance to the store. Then you will find 
another floor lamp of the same de- 
sign standing beside the divan in the 
rear of the shop. 

“Leaving the floor, we find draped 
over the hand stencilled lattice work 
at the back of the store above the 
shelving, a fine silk velour drape 
with heavy gold fringe. This is also 
[CONTINUED ON PAGE 62] 
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Warmer Weather Brings Out 


The Buyers 


Trade Shows Increase in All Parts of U. S. 


the early part of the week ended April 24 had the expected 


effect on retail trade. 


From all quarters came optimistic 


Wire weather, which appeared throughout the country in 


messages. 


felt the stimulus of higher temperatures. 


Men’s, women’s and children’s departments—all have 
It begins to look as 


though what was missed just prior to Easter would be made up with- 
in the next ten days provided the weather holds. 
various cities report: 


Merchants Enthusiastic 


ETROIT, Mich, April 23.—Mer- 

chants enthusiastic as weather 
fulfills promise of better business. 
Women’s departments filled with cus- 
tomers. Style lines sell readily. Pat- 
ents sell with colors, spike heels 
good. Men’s departments find great- 
er demand for blond calf and light 
weights. Children’s departments 
busy selling lighter types as mud 


passes. 
* x * 


Splendid Business Since 


Easter 


OUSTON, Tex., April 23. — 

Warmer weather has stimulated 
retail trade considerably. We have 
enjoyed splendid business _ since 
Easter. We expect another thirty 
days brisk selling on parchments, 
sauternes and greys, and after that 
we look forward to a great white sea- 
son. Men’s business showing sat- 
isfactory gain. Tans and broad toes 
hold the spotlight now and we expect 
a big season on men’s sport shoes to 
open shortly. Children’s style shoes 
selling well, with an increasing de- 
mand for play and general wear 
types. All in all, things are looking 
very well in this section—Michael 


Murphy, Krupp & Tuffly, Inc. 
* + 


Business Very Good 


AN FRANCISCO, Cal., April 23. 

—Plenty of bright, sunny 
weather has taken up the slack 
caused by rain during the early part 
of April and business again is gen- 
erally, if not uniformly, very good. 
Many of the leading stores are set- 
ting new high records in the volume 
of spring business. This is true 
both in popular priced and exclusive 
stores, with the biggest gains found 
in the high style shops. In one or 


two instances sales are averaging 
about the same as last year, but cases 
of business falling off are hard to 
find. The big volume of course is 
being done in women’s footwear, but 
children’s and men’s are selling sat- 
isfactorily in most stores. San Fran- 
cisco’s straw hat day April 22 will 
help to gain a little added attention 
for men’s footwear as well as head- 
gear some dealers figure. The season 
for hiking and other sports is just 
getting into full swing and adding to 
sales volume with its call for special 
types of footwear for both men and 


women, 
a. oe 


Not So Good Here 


ALTIMORE, Md. April 23.— 

Warmer weather only since 
Wednesday. Increase in business 
very slight not to any marked degree, 
due to short warm periods. Rain 
Friday. Concensus here that slump 
in trade is seasonal. Continued warm 
weather will bring looked for activi- 
ties. Friday noticeable increase in 
men’s shoes. Business generally 
ahead of last year. 

* * * 


Trade “Fair to Good” 


HICAGO, Ill., April 23.—Warm- 

er weather improved general 
feeling in Chicago trade. Women’s 
five, six and seven dollar trade fair 
to good. Seven to ten dollars fair to 
medium. Above ten dollars only fair. 


_Men’s five to seven dollar grades 


fair to good. Men’s trade above sev- 
en to ten fair to medium good. Chil- 
dren’s business generally no more 
than fair. Low and medium priced 
stores feeling effects of weather 
first, apparently. Holden, Cutler and 
Feltman and Curme stores well filled 
this afternoon. O and G stores only 
fair. Higher priced costume boot- 
eries trade slow. Department store 


Here’s what the 


shoe departments fair in higher 
priced lines, and medium good in 
lower grades. Sale prices no stimu- 
lant. Probably ten per cent improve- 
ment in trade over week ago. Sun- 
shine has brought out more definite 
demand in both men and women for 
lighter colors. Blond sales of men’s 
improved fifty per cent in week 
Women’s trade on light shades 
stronger and demand extending into 
children’s shoes. Last Wednesday 
unusually warm developed best trade 
in some time extending into Thurs- 
day—strongest in medium priced 
lines. 
* * * 


Trade Really Stimulated 


T. LOUIS, Mo., April 23.—Retail 

shoe business improved this 
week over last with some merchants 
of the opinion that warm weather, 
despite rain, is responsible for in- 
crease. Continued warm spell will 
stimulate trade considerably, is 
unanimous opinion. Men’s trade 
shows similar bulge in spite of all 
year round oxford policy adopted by 
many men. Department stores ex- 
periencing lull, due to pre-Easter 
week charges on this month’s state- 
ments, as well as sales conducted by 
three stores on Saturday, April 10, 
when two and one-half millions is es- 
timated to have been consummated. 
Manufacturers have felt effects of 
warm weather in increased business. 
One of the largest general line 
houses showing fifteen per cent in- 
crease in a week attributed gain to 
fair. condition. 

* * * 


Sales Rise with Temperature 


LEVELAND, Ohio, April 23.— 
Rise in volume of sales in shoe 
stores here went up correspondingly 
with the rise in the temperature 
which came suddenly Tuesday. Win- 
[CONTINUED ON PAGE 62] 
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Rules to Follow in Trimming 
Store Windows 





How to Attract Feminine Curiosity 


NEW trick in win- 
dow display: At 
the opening of the 


season in San Francisco 
the stores raised their 
curtains on the new~ 
styles simultaneously at ~ 
a certain hour of the day. 
Advertisement in the 
papers told the people 
what hour to look at the 
displays. Throngs of peo- 
ple swarmed downtown 
and for hours walked 
about and viewed the 
wonderfully beautiful 
showings. It was a fine 
coordination of effort 
and an effective way to 
bring attention to win- 
dows. Some of the most 
striking windows seen 
were dark except for a 
spot light that cast a 
brilliant light, tinted, 
upon one article. In one 


style range just the same. 
wood window floor and background is relieved by using 
bright colored silks and velvets beautifully draped. 





The window trimmer of the Peacock Shop in Tulsa, 
Okla., shows few shoes but gets the effect of a wide 


The severity of the hard- 


Do not let the strong 
sunlight fall on your 
fancy colored shoes un- 
less you want them 
faded. It’s better to 
show pairs than singles. 
If one shoe is faded its 
mate will be an “odd.” 
This is true of the dark 
shades of tan and kids. 
The sun has an affinity 
for red: It licks up the 
color as a cat eats cream. 

* * * 

When you arrange 
your window cards in 
the display step out onto 
the sidewalk and size 
them up. Walk a few 
steps away and look at 
the entire ensemble with 
the eyes of the window 
shopper. The cards may 
be too high, too low, too 
far back, too close to the 
glass. There may be a 





window it was a new 
fashion in millinery, in another it 
was a gown, in still another a coat 
or suit. The tinted light was har- 
monious to the color of the article 
shown, or else threw it into bold 
contrast. 
, * * * 

ITH so many styles to show 

there is a temptation to display 
too many shoes in a window. The 
result is usually confusion of the 
would-be buyer. Consider this, when 
trimming a window: You sell only 
one shoe at a time. You know that it 
is not good selling to show a cus- 
tomer too many styles at a time. 
Then, why place in your valuable 
window space a conglomeration of 
styles that make the selection still 
more difficult for the person in the 
street? ‘More frequent changes of 
the windows will give you ample 
opportunity to show a wide varia- 
tion. Fewer shoes at a time and a 
change of windows every day or two. 
One merchant with a small display 
window puts in a new lot of styles 
each morning. There is a good idea 
for you to consider. 

* * ¥* 


A window that intends to interest 





women should be carefully planned 
to attract feminine curiosity or love 
of daintiness and niceties. “What 
are they wearing?” has been the 
question uppermost in women’s 
minds since the first woman. Eve 
probably wondered about it. Show 
something that is being worn in 
some other city, some great fashion 
center, by some noted woman, movie 
queen or society leader. Put in a 
card that tells all about it. Say that 
this style is now popular on Fifth 
Avenue, New York, or in Paris, 
London or elsewhere. Be sure you 
are right. The girls will check you 
up with their fashion magazines. 
Flowers, fruits, dainty things that 
go with the new shoes, are good at- 
tractions. Women like babies, little 
kittens, newly hatched chickens, 
puppies, any small thing that ap- 
peals to the maternal instinct. One 
of the best pulling windows on the 
main street of a small city was a 
flock of fluffy chicks just hatched 
out. The shoe interest was linked to 
the chickens by a window card that 
announced the arrival of new styles 
in these words: 

“Just out of the Fashion Shell.” 





reflection in the glass 
that destroys the entire effect. 
* * * 

DISPLAY of women’s hosiery 

that attracted much attention 
recently, and sold quite a lot of 
garters, had as its main feature a 
female leg form arrayed in the new- 
est shade of stocking and a garter 
to match. The small window card 
announced that the hosiery depart- 
ment had a great assortment of the 
newest things in garters as well as 
hosiery. 


Men’s Light Shades Selling 


BROCKTON, Mass.—The George E. 
Keith Co. reports that telegrams and 
letters from stores all over the coun- 
try indicate that light tan and nude 
shades in men’s oxfords are big right 
now, and will so continue. The sales 
department has written to its stores 
that the sale of a pair of light 
colored shoes means the sale of a pair 
of black shoes, also. 

The Springfield, Mass., Walk-Over 
Boot Shop sold 120 pairs of men’s 
shoes on a recent Saturday night, 
more than half of which were light 
shades. 
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He Went to the Zoo for Leather 


Skipping the Lizards and Snakes Leather Worker Kills an Ostrich 


HAT strange effect the new 

\\/ materials for shoes have 

on people. You don’t need 
bootleg liquor to see snakes any 
more. Keep your eyes on the new 
footwear and you’ll see plenty. 

It was said in New York at the 
Style Conference that many a shoe 
man took the night off and went 
over to the circus to see what new 
animals there were suitable for 
leather imitation. 

The search for new grains is one 
of the great thrills of the shoe de- 
signer and shoe maker. The skins 
of jungle animals and even the skins 
of fishes are being translated into 
footwear in the real and in the imi- 
tation. 

It was left for William C. McIn- 


tyre of Roxbury, Mass., to carry the- 


search one step further. He is a 
leather worker and now confesses 
“that while in his cups he might 
have had an eye on his trade.” 
He is a slight youth, weighing 120 
lb., but he jumped into the ring and 
conquered a 250-lb. ostrich, worth 
some $500 in the feathers. The po- 
lice brought him into court and the 
judge figured that the zoo hadn’t 
missed very much in one ostrich 
more or less, and charged him $20 
for trespassing. Now Mr. McIntyre 
wishes to possess the hide of that 
dog-gone overgrown bird to make it 
into slippers. 

The incident was seized upon by 
the New York Sun and made into a 
classical piece of verse, which be- 
cause of the pertinent fact that ev- 
erything now goes into shoes, has a 
timely interest. 


McGinty and the Ostrich 


Well, yerronor, I’d been drinkin’ 
And I’d kind of lost me way; 

It was sleep that I was needin’ 
And I sought a place to stay. 


I was thinkin’ where I’d find it 
When a house loomed into view 
And the last thing that I thought of 

Was that I was in a zoo. 


It was dark as pitch inside it— 
There was hay eye the floor; 

“Just the place,” I thought contented, 
“For a guy to have a snore.” 


I took off me coat and vest, sir, 
And was hangin’ up me hat 

When a blow from out of nowhere 
Struck me chest and knocked me flat. 


What McIntyre had in mind when 
he slew the ostrich in the zoo 





“Some one’s home,” I thought confused- 


ike, 
“And it’s some one with a rock,” 
When, at that, I got another 
Most excroociatin’ sock. 


I made sev’ral revolutions 
And I landed on me ear— 
And I had a sort of notion 
That the place was kind of queer. 


“*Tis some cop,” I whispered faintly, 
“Some low coward with a club,” 

Then I yelled, “Come on and fight me 
Like a man, ye dirty dub.” 


Not an answer was forthcomin’, 
Not a sound did I detect 
Then I got another wallop 
And I got it marked “Collect.” 


Then I leaped across the darkness, 
Just a bruised and battered wreck, 

And I grabbed a hold of something 
That felt like a feller’s neck. 


But I felt no Adam’s apple, 
And the neck was long and thin, 
But what troubled me the most was 
That I couldn’t find no chin. 


There was yards of neck I figgered 
As I felt ten thousand blows 

And it seemed that my opponent 
Was an animated hose. 


It had neither head nor shoulders 
And I couldn’t see no fists, 
But it had a way of given’ 
Me most disconcertin’ twists. 


“I dunno you, bo,” I hollered 
“Though it may be cuz I’m tight, 

But no matter who or what, sir 
You'll know you’ve been in a fight.” 


Then it backed me in a corner 
And I thought it drew a knife, 

But I hung right to its thorax 
And I clung for bloody life. 


Up and down the house we battled 
For what seemed a year or two, 

With me clingin’ to the windpipe 
Of I didn’t know just who. 
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Suddenly I felt it weaken, 
Just as I was nearly out, 

And it gave a grunt and toppled 
With a feeble final clout. 


Well, I grabbed me coat and hat, Judge, 
And I flew into the night 

Without askin’ any questions— 
Without strikin’ any light. 


Not a minute’s hesitation 
Did I spare to take a look; 

I just know that I’d fought something 
That was never in the book. 


Then the coppers came next morning, 
When I still was stiff from pain, 
And ’twas then I first discovered 
’T was an ostrich I had slain. 


Well, that makes me record perfect, 
And I tell you, judge, I’m through— 
I’m retirin’, undefeated, 
Catchweight champion of the zoo! 


San Francisco Market Week 
Aug. 23 to 28 


August 23 to 28 are the dates set 
for San Francisco’s fifth annual 
Market Week in an announcement 
just issued by the San Francisco 
Manufacturers and Wholesalers’ 
Association. 

Plans are now being prepared to 
make this week outstanding in the 
series of highly successful weeks 
which have been held in San Fran- 
cisco and will include refunding of 
fares on a zone basis and extensive 
entertainment of guests. 

While the Market Weeks which 
have been held in the past in San 
Francisco have come to be some- 
what of gala occasions during which 
buyers renew acquaintances and 
make new friendships, their under- 
lying purpose is the splendid exposi- 
tion which they offer to retailers of 
merchandise available in the San 
Francisco Market. 

They provide a greater incentive 
for buyers to visit the market and 
inform themselves of the vast array 
of stocks which is constantly increas- 
ing both in quantity, quality, style 
and novelty, making it possible for 
greater and greater percentages of 
retail needs to be supplied from San 
Francisco. 


A Business Change 


KANE, Pa.—Carl Engstrom suc- 
ceeds Engstrom & Skoog, the oldest 
concern in this city. The firm was 
founded in 18938. 











May 1, 1926 


INE kid leather is selling at 
$1 to $2 a foot. 

Allow two feet of leather for 
the uppers of a pair of shoes—that 
brings the cost of the uppers up to 
$2 to $4 a pair. 

This is one reason why good kid 
shoes cost good cash money. 

The jokers were wrong when they 
pictured the. goat and his children 
as denizens of the dump, partaking 
of tin cans and other delectable 


rubbish. The goat is one of the 
world’s powerful producers of 
wealth. 


There are more than 200,000,000 
goats and kids in the world—how 
many more is beyond mortal ken, 
for goats flourish all over the face 
of the globe from the Arctic to the 
Antarctic circle. 

The slaughter of goats and kids 
may run as high as 100,000,000 an- 
nually, yet so prolific is the tribe 
that the supply of goat skins is 
never-failing. 

Goat flesh supplies meat for a 
multitude of people, and goat and 
kid skins provide apparel that 
ranges from the famous goat skin 
costume of Robinson Crusoe, includ- 
ing his umbrella, to some of the 
finest shoes on the feet of the civ- 
ilized multitude. =— 

For a fine kid skin 
a tanner will pay 
$1;, for a_ better 
skin he will pay 
$1.25, and for a 
still better skin 
$1.50 or even $2. 
No goat family has 
yet produced skins 
too good for tan- 
ners to buy. 

Say that the skin 
costs $2, in order to 
focus eyes of shoe 
merchants on _ the 
costs of producing 
fine kid leather for 


footwear. The skin 
measures three feet 
in area. That fig- 
ures out 66 2/3 
cents a foot of 
leather. 


Bear in mind that 
this is the cost of 
the skin in the 
raw state. To this 


prices. 





in the recently opened 
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What Price Kid-Skin Shoes? 


Once Humble Goat Has Become an Aristocrat 





cost the tanner must add the ex- 
pense of transporting the skin, 
perhaps half way around the world, 
and then pay the expense of cleaning 
and dehairing it, tanning, finishing 
and coloring. Besides, he must al- 
low for those losses that are caused 
when the skins come of poorer 
quality than he expected. This 
brings the price of kid leather up to 
a point that ought to command re- 
spect for the goat and his tribe as 
a producer of coverings for the feet. 
The goat is by no means a denizen 
of the dump. 

There are three main divisions of 
kid skins, those of fine grain, those 
of medium grain and those of 
coarse grain. To these may be 
added, for the benefit of the shoe 
merchant, the leather that looks like 
kid but that never grew on a goat 
or a kid, being a sheep, or even a 
cow hide, tanned and finished to 
imitate kid. 

The finer the grain of the skin the 
lighter the weight and the smaller 
the area. A fine grain skin weighs 
from one to two pounds and yields 
from three to three and a half feet 
of leather. A coarse grained skin 
may weigh five pounds and may 
yield six feet or more of leather. 





Think what this boot would cost if made of fine kidskin at today’s 


It is a boot once worn by ~~ Henry i iene + 
useum in Newark, 


Dorothy Gates is holding the boot while seated on a cobbler’s bench 


Commercial 


almost as old as the boot 











But in handling kid a shoe man 
seeks quality, fineness of grain, 
softness of texture and lightness of 
weight. The kid is _ inherently 
tough and strong, anyway. Only the 
small skins are of fine grain and 
superior quality. 

So, when a shoe man buys kid 
shoes for quality he must recognize 
that the finer the quality of the 
leather the higher the price. 

He cannot get a pair of fine kid 
shoes from the pelt of an old he- 
goat, because that gentleman has a 
tough, heavy skin, coarse of grain, 
and like as not marked up with the 
scars of battle and the bruises of 
the field. The pelt of a female goat 
is always softer and finer than the 
pelt of a male goat. 

There are dozens of grades of kid 
skins, for the goat family, which is 
as old as Adam, has developed a 
numerous variety of types, and even 
these types vary according to the 
climate in which the goats grow and 
the food which they eat. 

A goat that grows in a cold cli- 
mate has heavy hair and a thick 
pelt, and its grain is usually coarse. 
On the other hand, a goat which 
thrives in a warm, dry climate has 
thin, fine hair, and consequently a 
thin fine grain. If 
a goat has scanty 
pasturage he grows 
a mean pelt. If 
he has rich fodder 
he grows a fine 
plump pelt. If the 
goat could thrive on 
tin cans, as_ the 
jokers say, he would 
grow a hard and 
tinny pelt. 

The shoe _ trade 
has by no means 
- touched the peak in 
its appreciation of 
fine kid leather, not 
even this season, 
when colored kid is 
selling at $1 a foot 
in a regular way 
and gold and silver 
and like fancy kid 
is up above $2 a 
foot. The glove trade 
pays even higher 
prices for kid skins 
than the shoe trade. 


It is now 
Miss 
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Is ‘There Money in Selling 


Children’s Footwear? 


toward children’s shoes is all 
wrong. You pay a high price for 
your own shoes but when it comes 
to the children’s shoes you have a 
sudden streak of economy.” Of 
course that would be undiplomatic 
language and the shoe man would 
have to tone it down. But he 
should get that idea into her head 
even at the cost of a lost sale. He 
will have implanted in her mind 
one salient truth at least. 

The average woman thinks that 
a child’s shoe ought to be cheap 
because it is smaller than her own 
shoe. Her mental attitude toward 
all purchases is in measures of 
length, breadth, yards, pounds, or 
gallons. A yard is more than a 
half yard. Naturally a small shoe 
ought to cost less than a big one. 

Does the shoe man explain the 
why of price to the customer? 

The chances are that he does not 
go to all that trouble. He thinks 
it is too much bother. He loses a 
fine opportunity. He loses sight of 
the fact that in giving way to the 
woman’s ignorant conception of the 


[CONTINUED FROM PAGE 55] 


value in a small shoe he is weaken- 
ing his own case. 

Some of the great stores of 
America, where children’s shoes 
are a big part of the total volume 
of sales, will tell you that they 
work on that theory all the time. 
They strengthen their own position 
every time they convert a woman 
to a better conception of values in 
children’s shoes. 

The old timers used to say that 
the less their trade knew about 
shoes the easier it was to sell them. 
Not so today. The more people 
know about anything the easier it 
is to sell them. 

The more we educate people the 
easier we make our task of 
handling them in any matter. Ad- 
vertising has brought to the people 
of America a better knowledge of 
merchandise. They buy quality 
products because advertising has 
sold them the idea that quality 
products are the best and cheapest 
in the long run. Will a man buy 
a Ford if he can afford a higher 
priced car? Will he buy a medium 


grade car if he can afford a Pack- 
ard? One of the simplest and easi- 
est transactions on earth today is 
to sell the average American some 
article that he knows about. Some- 
thing that he knows is good be- 
cause the manufacturer has backed 
it up with a great advertising ap- 
propriation. 

It seems to the RECORDER that 
shoe men in general are asleep at 
the switch on this matter of chil- 
dren’s shoes. Not only retailers, 
but manufacturers. 

Some day, somewhere, some big, 
he man will take hold of this thing 
and startle the world with the suc- 
cess he will make of it. 

The RECORDER wants to know if 
its position is wrong. If you dis- 
agree with us speak right up. 

We propose to have all the light 
we can get on the subject. And 
this brief article is only the be- 
ginning of a series we propose to 
print on what we believe to be the 
most vital matters concerning the 
trade. 





Using Color Effects 


[CONTINUED FROM PAGE 57] 


done to add balance as well as some- 
thing different in store fittings. The 
walls are papered in imported Italian 
water-proofed paper, showing scenes 
in an Italian garden, with golden 
pheasants drinking at a brook. This 
paper is set in panels and between 
each panel, on top of the shelving, is 
a large mountain fern. 

“On the deck over the front win- 
dows is found another garden effect, 
as palms are thickly set and in the 
midst of these we have installed a 
colored spotlight, which is used at 
night to throw different colored 
lights on the store, as well as to show 
off an inside display of shoes which 
is placed in front of the store each 
night. 

“As you enter the store on the 
right is found a complete hosiery 
display, and opposite this is a large 
divan for the customer to use while 
waiting to meet a friend. I forgot 


to mention the writing desk. It is 
situated at the right of the store, 
just back of center, by one of the 
large pillars that grace the inside, 
and this writing desk is absolutely 
different. It is crescent in shape, fin- 
ished in ivory and black and chair to 
match. Upon this desk is a fancy 
pen, with ostrich plume holder. 

“The entire store design was in- 
stalled by the Cheesewright Studios, 
Inc., of Pasadena, Calif.” 


Leopard—Not Lizard 


In the April 17 issue of the 
Boot AND SHOE RECORDER we pub- 
lished photographs of a Saks & Com- 
pany window and of “Mitzi.” Both 
window and “Mitzi” displayed cos- 
tume accessories in which Leopard 
calf was the dominant note. Un- 
fortunately, however, it was de- 
scribed as Lizard calf. Leopard calf 


is one of the novelty leathers intro- 
duced by the Griess-Pfleger Tanning 
Company. 


Warmer W eather Brings 
Out Buyers 
[CONTINUED FROM PAGE 58] 


ter weather through March and 
until April 21 made Winter clothes 
in order and retarded sales greatly. 
Men have started playing golf and 
sales of golf shoes have mounted. 
Low shoes, especially tans for men, 
are selling more rapidly. Spring 
shoes for school children are moving 
much better. Women have started 
buying low shoes efor wear on the 
golf links and the bright rays of the 
sun have increased women’s desire 
for light weight novelties, suitable 
for street. Merchants here look for 
a volume during April and May that 
will exceed the record of sales for 
the corresponding month a year ago. 
This will come because of retarded 
buying due to inclement weather. 
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New Counter Suggestion 


Boston.—A Boston repair man, 
Robert W. Daley, Secretary of the 
Boston Retail Shoe Salesmen’s Asso- 
ciation, has been granted Letter 
Patent for an improvement in shoes, 
that he feels should be of special 
interest to shoe men. 

Mr. Daley has been identified with 
the shoe industry for about forty 
years, as shoe salesman, store man- 
ager, and for the past twenty-five 
years engaged in the repairing and 
remodeling of shoes for the trade, 
and constructing shoes after the 
“prescriptions” of leading orthopedic 
surgeons. He is the proprietor of 
one of the largest shoe repairing 
emporiums of Boston. In this work 
he has long felt that if a shoe could 
be constructed so as to keep the foot 
within the innersole surface, in- 
stead of having it become displaced 
over the outside line of the innersole 
at the ball of the foot, thus causing 
the shoe to lose its original shapely 
lines, not only would orthopedic 
specialists appreciate such an im- 
provement in shoes, but the shoe 
industry at large would welcome it. 
Mr. Daley claims that defect—the 
running shoes over on the outside 
edge—is an almost universal condi- 
tion. 

As a result of several years ex- 
perimenting, to the end of producing 
a shoe that would hold its shape, Mr. 
Daley has at last discovered a very 
simple, and inexpensive method of 
getting this result; it not only 
necessitates no change in the regular 
factory “setup,” but there is an 
actual saving of material used. The 
above-mentioned result is gained by 
means of a change in the type of 
counter used, of which the following 
is an exposition. 


A Word from the Inventor 


Mr. Daley feels that a counter 
carried further than the bulge of the 
heel on the inside, serves no pur- 
pose, but is also inharmonious in 
construction, which results in a shoe 
quickly losing its shape, in the high 
grade, as well as in the cheaper 
grade, of footwear. 








Diagram of innersole. 

No. 1 Heel seat line of the regular 

counter 

(in dashes) heel seat line of 

new type of counter, which 

ends at bulge of heel on its 
inside surface 

No. 3 Lace opening line which leads 
directly out of center of heel 
into center of toe. 

No. 4 Line of resistance set up by 
the inner forward half of the 
regulation counter, which 
causes the foot to be worked 
off and over the outside of 
shoe line at ball joint surface. 

The ball of the foot will be kept 
within the innersole surface by the 
direction given it, by the lacing line 
of the upper of the shoe and the 
resistance of the counter at the out- 
side of heel if the resistance offered 
by the inner forward half of the 
regulation counter is removed by 
using the above new type of counter 

described under heading No. 2. 


No. 2 





Darwood Opens Shop 
QUANAH, TEX.—J. M. Darwood, 


-who has been associated with the 


Perkins-Watkins Co. for the past six 
years, has opened a very attractive 


-shop under the name of the Darwood 


Dry Goods Co. Only the recognized 





grades of quality merchandise are 
being carried. 


Frost with Cinderella 


WICHITA FALLS, TEX.—Jack Frost 
is now in charge of the Cinderella 
Boot Shop, coming up from Volk 
Bros., Dallas. 
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Credit Men to Hold 
Big Meeting in New York 


An unusually interesting program, 
covering practically every phase of 
the factory credit man’s relations 
with the retail trade, has been pre- 
pared for the annual conference of 
the boot and shoe group of the Na- 
tional Association of Credit Men, to 
be held May 25 and 26 in New York 
City. This gathering is held as 
part of the annual convention of the 
national organization. The program 
follows: 

1. “Contracts,” by Allan Eldredge, 
Dunn & McCarthy, Inc., Auburn, N. 
Y. Dealing with the value of per- 
sonal contact and acquaintance 
among credit men. 

2. “Retail Conditions on the Pa- 
cific Coast,” by A. J. Goldwater, 
Stewart-Dawes Shoe Company, Los 
Angeles, Calif. Dealing with the 
cost of doing business and other 
problems peculiar to that section. 

3. “The Craze for Volume,” by D. 
L. Sawyer, F. Mayer Boot & Shoe 
Company, Milwaukee, Wis. Dealing 
with the dangers of too much high 
powered sales pressure. 

4. “The Growing Evil of Com- 
promise Settlements,” by F. C. 
Knapp, Endicott-Johnson Corpora- 
tion, Endicott, N. Y. 

5. “Retail Conditions in the 
South,” by J. H. Sutton, J. K. Orr 
Shoe Company, Atlanta, Ga. Deal- 
ing with some of the problems 
peculiar to the trade in the Southern 
states. 

6. “What Is Wrong With the 
Credit Man?” by P. H. Crowell, 
MacLaughlin-Sweet, Inc., Auburn, 
Maine. An inquiry into the respon- 
sibilities of the credit man and a 
vision into the future. 

7. “Interchange Service,” by E. B. 
Moran, Manager (Central Division 
National Association of Credit Men, 
Chicago, IIl. 

8. “Using the Trade Acceptance,” 
by C. C. Taft, Utz and Dunn Com- 
pany, Rochester, N. Y. 

Officers for 1926—Chairman: A. 
T. Woodward, United States Shoe 
Co., Cincinnati, Ohio. Vice-Chair- 
man: Edw. Pilsbury, B. Rosenberg 
& Son, Inc., New Orleans, La. Sec- 
retary: J. P. Reed, Central Shoe Co., 
St. Louis, Mo. Executive Commit- 
tee: C. C. Taft, Utz & Dunn Co., 
Rochester, N. Y.; S. Einstein, Flor- 
sheim Shoe Co., Chicago, IIl.; R. W. 
Goddard, The Selby Shoe Co., Ports- 
mouth, Ohio; J. H. Sutton, J. K. Orr 
Shoe Co., Atlanta, Ga.; M. E. Hoyt, 
F. M. Hoyt Shoe Co., Manchester, 
N. H. 
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Browne Bounded (al 


-for Children’s Fine Stitchdowns 





= 


This is a rich brown shade, very uniform in color with a fine grain and tight 


break— 
Especially adapted and extensively used for 


CHILDREN’S STITCHDOWNS 


Brownie Boarded Calf is one of the handsome members of the Luxor Calf 


leather family. 
Luxor Calf is known for its extremely fine grain effects, wearing qualities, 
mellowness and its adaptability in working through the factory. 


Brownie Boarded Calf is dark enough in color to be very practical for Chil- 
dren’s play shoes, but also gives to the finished shoe a depth of color and fine 


character seldom found in other shades. 
Sample will be sent on request. 


Write for the “Story of Leather’—it’s free. 
Correspondence with progressive merchants is invited. 


The OHIO LEATHER COMPANY 


GIRARD~ OHIO 
“THIS IS A CALF YEAR” 
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BORDERBAND 


Made over a round toe last, carrying 13/8 LOoIs 
Site noe Black Patent Leath - IN S OCK Made over a medium round toe last, carry 
e —Blac aten ther. | ; ? > ° : 
Style 18—Black Satin 5.7 ing 17/8 Spanish heel. 
Style 46—White Kid . Style 20—Black Patent Leather... .85. 


Style 21—Black Satin 
Style 45—wWhite Kid 


For Immediate Delivery 


These three typical RICKARD numbers, styled to the taste of the fastidious 
woman, made to the standard of conscientious New England can be sold 
wherever women of fashion are found. 

To attract that trade which spends generously for its desires, add these ex- 
amples of RICKARD Feminine Footwear. Order them today; you will 
be obliged to renew that order within another few days! 


In-Stock Terms—Net 10 Days 


MWe RICKARD AWOL COMPANY 


HAV ERHILI MA/ACHUSETTS~ 


When writing to advertisers please mention Boot anp SHor REconper 
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There Lies the STRENGTH 
of the Shoe 











The Crawford Arch Supporting 
Shank is a durable sliding steel 
shank. The top bar is notched at 
the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot at the heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


the shank from cutting through +] SHANK of the shoe is its vital part. 


the outer sole. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 


In order to withstand the weight, friction and severe 
SPLIT RIVET ‘ P “1: 
‘FOINSOLE strain that takes place at this spot, a durable, resilient 
arch supporting shank is necessary. 


The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar gives the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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C-H-ALDEN COMPANY 
Designers and 1 Makers of ens Fine Shoes 














FOR SUMMER 


AN AIRY OXFORD FOR COMFORT 
BENCHER LAST 


Boston Office: OMigh Street 
Tactory and Executive Oftices 
ABINGTON, MASS. 
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—— 
Darbrook, Satin Lizard ~ 











eA DARBROOK , [Innovation 
introduced at the Fashion Show of the 
National Garment ‘Retatlers 


eA ssociation 











Darbraok. 
SilkS 





osamples of the DarBRook Reptie Satins including Satin Lizarp Will be mailed upon request 
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Darbro OR 
Shoe Satins ~ 


C5" increasing importance of Black in the Paris mode, and 
its subsequent influence on American fashions, assures a 
growing demand for black satin footwear — smartly accom- 
panied, for daytime, with sheer gun-metal hose. In addition to 


sturdy lustrous Black Satins, the Darbrook Standard Footwear 
| colors include Vellum, Vandyke and Riviera, complementing 







the Official Summer Season Costume Colors — June Rose, 
Sunni and Coral Sands. 













Darbrook 
Novelty Shoe fabrics — 


The designer in search of new ideas will find in the originality 
and variety of Darsroox Soe Fasrics, rich inspiration and 
rare adaptability. In addition to the new Darsroox ReprtILe 
Satins “ which are available in all the Darbrook Standard 
Footwear colors, ~ the Darbrook Collection includes “ BULLION 
Brocapes,” “Drrectorre” and a full line of novelties for bou- 
doir slippers and mules. 











Represented by: 


W. A. GALLup—Cincinnati, Olio T. F. LeaAry—Boston, Massachusetts 





Hentey & McGacuey—Si. Louis, Missouri D. J. Finn—Philadelphia, Pennsylvania 
DesMoNnD & HotTrTiNnGcerR, INC.—New York, N. Y. 
J. K. Reynotps Co.—Chicago, Ill. 






SCHWARZENBACH, HUBER & CoO. 
478 FOURTH AVENUE at 32nd STREET 
NEW YORK 


Chicago ~ San Francisco ~ Philadelphia ~ Dallas ~ Minneapolis 
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Genuine ‘ Genuine 


A large center piece 
and four shoe stands 
—all in vivid colors— 
practical displays 
with a punch. This 
set is free to all gen- 
uine Keds dealers. 











RIDGE the summer slump with 

a bigger Keds business this year. 
A window display will identify your 
store as local headquarters for gen- 
uine Keds. If you have not received 
your Keds display set, notify our 
branch or wholesale distributor from 
which you buy your Keds. 


United States Rubber Company 




















REG. U.S. PAT. OFF. 
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There Is a Big Demand for 
Rubber Soled Golf Shoes 


Try an Outdoor Sports Window 


LF links in Northern. climes 
i have officially opened. A glance 

at the greens any day now is 
sufficient to authorize the assertion 
that this is a popular game. Each 
year golf brings to the links an in- 
creasing number of devotees. Golf 
has come to stay. It is no longer a 
pastime of the wealthy class only. 
Folks of the middle class have found 
that they can play golf as inexpen- 
sively as they can operate an auto- 
mobile, or engage in any of the other 
hundred-and-one pastimes that were, 
in pre-war days, exclusively at the 
command of the rich. 


E lure of all outdoor sports is 

on the increase. And for sports, 
one must be properly attired. This 
gives the retail shoe merchant, as 
well as the department store, a good 
opportunity to sell more pairs of 
shoes, and hosiery, too. 


TLYOR golf, a favorite is the rubber 

soled shoe. It can be worn on the 
links and after playing worn right 
into the club house. It is “smart,” not 
only for golf, but its comfort and 
style factors for general sports wear 
can be profitably made a _ talking 
point for the store ad or window 
gard. The two or single tone oxfords, 
with the new “Highland” patterns 
in golf hose, can be arranged effec- 
tively in trims. Men’s golf footwear 
lends itself exceedingly well to a 
combination of rubber soled shoe 
and gay colored “diamond” pat- 
terned sport hose. 


a different colored stocking in 
place—on window shelf or floor— 
with nothing else in the window but 
these rubber soled sport shoes and 
hosiery to correspond, unless it may 
be a golf ball or two, or a set of 
“sticks,” makes a good appeal to the 
men’s trade. It tells the masculine 
members of the community that this 
store specializes on sport shoes for 
men. The average man likes to walk 
into a store and say, “I want a pair 
of shoes, just like that I saw in the 
window.” He dislikes to “fuss” 
about selection. And if a display. of 


As diee of shoes each holding 


sports footwear is right before him, 
it gives him an added suggestion to 
buy a real sports shoe in this par- 
ticular store. How often one hears a 
man say, “I happened to be passing 
your store and saw a pair of shoes 
in the window that were just what I 
wanted.” 

A woman is more inclined to do 
“research work” inside of the store 
—a man abhors shoe shopping and 
wants to have his footwear assort- 
ment all “lined up” for him in the 
windows. 


HE effectiveness of the green 
4S. grass rug as a base on which to 
display white canvas shoes with 


A popular golf shoe with the 

Rajah crépe rubber sole, made by 

The Alfred Hale Rubber Co., At- 
lantic, Mass. 


rubber soles has everywhere proved 
profitable. It gives a pleasing con- 
trast. The green grass rug is a good 
floor on which to display any sport 
shoe or hosiery. It gives to the mer- 
‘chandise a summer weight, cool ap- 
pearance, and reminds the window 
shoppers that this footwear is espe- 
cially made for “The Great Out- 
doors.” 


HE call of “The Great Outdoors” 

is becoming louder and more 
far reaching every year. It can help 
materially the sale of rubber soled 
canvas shoes if the retail shoe mer- 
chant will make a bid for same. In 
addition to the growing army of 
golfers, tennis and volley ball play- 
ers, and baseball players, there is 
the big army of vacationists, espe- 
cially the boy and girl campers, both 
within and without the great Scout 
“army.” It has been estimated that 
there are in this country almost a 


million boy scouts, and in addition to 
the million boy scouts, there are their 
“sister” scouts, and many millions 
more of relatives, friends and scout 
masters, who will be interested in 
the canvas rubber soled shoes which 
the retail shoe merchant has for 
sale, if he will display them well and 
advertise them well. A special letter 
to parents, scout masters, or the boys 
and girls, themselves, should bring 
about the sale of many more pairs. 


r OSE retail shoe merchants who 

do a big business on canvas 
rubber soled shoes “play them up” 
strongly. No boy or girl in any town 
in the United States, no matter how 
small the population, should be with- 
out a pair of rubber soled canvas 
shoes for the vacation days, just 
ahead. 


VERY live merchant is awake to 

the big selling possibilities of 
rubber soled canvas shoes. Those 
who have not looked over their stocks 
to see what they have and what they 
will need in this footwear direction 
should immediately do so and place 
their orders so that they will be 
equipped to do the biggest canvas 
rubber soled shoe business this 
spring and summer that they have 
ever enjoyed. 


Again—Something New 


NEW kind of footwear, made 
by a rubber company, looks like 
a regular oxford, or strap pump, as 
the case may be. But it really has a 
fabric upper, coated with a finish to 
make it look like leather in lustre 
and color, and a sole of composition. 
This shoe has neither a tack nor 
a nail, nor a thread, for it is vulcan- 
ized together. Parts of the shoes are 
assembled into molds, and the 
molds bring them together while 
they are being vulcanized. 
Imitation stitches are produced 
on uppers, and on edges of soles, by 
means of cuts in the molds. 


“The only man who ever built a 
business on ‘bunk’ is George Pull- 
man.”—The Little Thinker. 
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DAYS 


instead of 5 


WEEKS 


ONE OF the traveling salesmen for a large 
Milwaukee dry goods house was suddenly 
forced to cancel his regular trip because of 
a broken leg. In the emergency he decided 
to try Long Distance. From his sick-room 
he covered in 5 days by telephone the same 
territory that normally required 5 or 6 

= weeks of traveling. On checking up he 
found he had b cleeskt in by Long Distance 90% of his usual business! 




















From businesses of every kind and location 
come added reports of success in selling by 
telephone. More and more men and con- 
cerns, as the savings become apparent, are 
using the telephone over states and over the 
nation as they formerly used it to nearby 
towns. A long distance call appeals to the 
busy buyer. It commands the ear of those 
who would hesitate to see the salesman 
personally for fear needless time would be 
consumed. Long Distance is for the busy 
buyer or seller who must cut expense and 
make the most of time. 

Has your house and have you personally 
thought of the many hours and dollars the 


telephone can save your business? Have 
you learned the use of long distance calls 
in conducting your sales campaigns? The 
telephone is the economical, dependable 
means with which you and your men can 
reach any distance for business. 

The Commercial Department of your 
Bell company will gladly make a study of 
your telephone opportunities. Every day, 
just as in an emergency, the telephone 
on your desk will reach distant cities and 
states as surely and effectively as it connects 
you with the other side of town. What 
far-away man or concern would you like 
tocall, now?....... Number, please? 


BELL LONG DISTANCE SERVICE 
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Bright Business Outlook 
in Northwest 


By L. J. Rauen, with the Edmonds 
Shoe Co. 


J. RAUEN travels Minnesota 
for the Edmonds Shoe Co. He 

@covers Minnesota, North and 
South Dakota for this house. He 
has been a member of the Edmonds 
Shoe Co.’s salesforce since Jan. 1, 
1926. About six years ago he 
commenced his acquaintance with 
shoes in the factory of a St. 
Paul manufacturer; he later trav- 
eled Minnesota for C. Gotzian & Co. 
On a recent visit to his home in St. 
Paul Mr. Rauen wrote to the RE- 
CORDER that he had just made an ex-: 
tended trip over his territory and as 
a whole found the outlook brighter 
than at any time during the last 
four years. 


Merchants Working for More 
Turnovers 


“Retail shoe merchants every- 
where,” said Mr. Rauen, “are feel- 
ing optimistic and are looking for- 
ward to a brisk selling season. In 
placing orders, the trade in general 
has adopted a policy of careful buy- 
ing. Merchants are exerting every 
effort to reduce stocks and are aim- 
ing to get a more frequent turnover 
—a condition which has been so 
sadly lacking in the retail shoe 
business during late years. 


Careful Buying a Sound Policy 


“While I enjoyed a nice business 
on my first trip over my territory, 
and with optimism prevailing in 
almost every town I visited, I did 
not allow this condition to incite me 
to encourage large orders; rather, 
did I endorse the above-mentioned, 
sound, policy of careful and more 
frequent buying. I encouraged my 
trade to buy in a big way only on 
the placing of fall business on style 
shoes. I feel obligated to encourage 
the constructive policy of frequent 
turnovers, and all the factors which 
make for greater, more rapid turn- 
overs, as the best moves to lead us 
out of the desert of wasted effort 
and profits. 


SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 
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Men’s Staple Shoes in Demand 


“My trade prefer the bread-and- 
butter staples; they find that they 
are better sellers than the extreme 
types. Many are complaining about 
the ‘style element’ which has entered 
so strongly into the shoe business 
during the last few years. 

“I want to add that I am much 
sold on my house, the Edmonds Shoe 
Co., who are splendid folks to work 
for, and that I ‘just love’ my ‘Foot 
Fitters.’ ” 


. 71, 
» Ambassador 
# i 


‘oe. 
MINNESOTA & NORTH DAKOTA 


oe 


Chicago Travelers Meet 


Today, May 1, the Chicago Shoe 
Travelers are holding a ‘“May-Day” 
luncheon meeting at the La Salle 
Hotel at 1.15 p. m. Over 50 shoe 
travelers have joined the association 
since Jan. 1. Chicago is “out” to 
win the N. S. T. A. membership cup 
from “Philly.” Iowa and Boston 
have also announced their intentions 
to contend for the silver cup. It is 
a race worth while. 

At a former meeting Ben Shapiro, 
one of the oldest members as to 
years of the Chicago Shoe Travelers’ 
Association, but one of the youngest 
in achievements, gave a talk on the 
old days and said that he was surely 
glad to be back again in Chicago. 
Mr. Shapiro is local sales manager 
for the H. C. Godman Shoe Co. 


“Join an N. S. T. A. Local” 


At this meeting Secretary Charles 
L. Heilbrun told of the attack on one 
of the Chicago boys, Tom J. Riley, 
by a Detroit thug. Tom “makes” 
Detroit for the Walter Booth Co. 
Mr. Riley’s face was considerably 
battered as the result of his en- 
counter with the bandit, but the 
latter failed to find his money, 
which had been concealed by Mr. 
Riley in a secret pocket. Mr. Riley 
was so badly injured that he was 
sent to a Detroit hospital. Here the 
secretary of the Michigan travelers, 
at the direction of the Chicago asso- 
ciation, saw to it: that Tom was 
given every courtesy. Tom wrote a 
letter of appreciation to Secretary 
Heilbrun in which he said that the 
splendid attention which he had re- 
ceived from the Chicago and Michi- 
gan associations constituted one of 
the many reasons why it paid any 
shoe traveler to belong to his nearest 
N. S. T. A. local. 


Travelers Prominent at New 


York Style Conference 


Among the N. S. T. A. members 
prominent at the recent New York 
Shoe Styles Conference were: Frank 
B. King, chairman of the N. S. T. A. 
Styles Committee, who presented the 
report in his customary able man- 
ner; also the National secretary, T. 
A. Delany; Frank L. Armstrong, 
president of the Boot and Shoe 
Travelers’ Association of New York; 
Charles W. Evans, president of the 
N. S. T. A.; P. J. Watson, John D. 
Baxter, Arthur Stern, “Mike” Ward 
and Horace Murray, who repre- 
sented particularly the women’s 
shoe style interests; Hovey Slayton, 
men’s and women’s; Hector Lynch, 
Albert Doyle, Jim Wall and Frank 
Quigley, men’s shoes. 

The report of Harris Barnes on 
children’s shoes was _ presented 
through Chairman King. The men’s 
and children’s shoe style reports 
were presented first in the sub-com- 
mittee meetings and acted upon 
without any discussion; the report 
on women’s shoes was debated upon 
at some length. 
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CELASTIC 
FACTS 


DURABLE 
i Preserve the character 
, and style of the toe 
FLEXIBLE 
Insure perfect toe 
comfort 
SMOOTH 
LININGS 
The upper, lining and 
| doubler are fu into 
H one complete unit 
WATERPROOF 


Extreme weather 
will not affect the lines 
the toe 


SWEATPROOF 
Will not soil delicately- 
colored stockings 
NO RIDGES 


Reproduce exactly the 
lines of the last 





























QUALITY 
BOX TOES 


















United Shoe Machinery Corporation 


TRADE MARK 

























he remarkable fusing qualities of 

Celastic unite the upper, lining and 
doubler into one complete unit, producing 
a perfectly smooth toe, inside and out. The 
original style of the toe is preserved, and 
the wearer enjoys complete toe comfort. 





BOSTON, MASSACHUSETTS 








When writing to advertisers please mention Boot ann SHor RecorpEr 
















bt 8 st tO eet eet Ct 


rPeos 








May 1, 1926 


Arthur R. Darois, who covers 
North and South Carolina for the 
Ault-Williamson Shoe Co. 


Arthur Darois with Ault- 
Williamson 


Arthur R. Darois, well known shoe 
salesman, has joined the Ault- 
Williamson Shoe Company’s sales- 
force and will sell “Constant Com- 
fort and Constant Style” shoes in 
North and South Carolina. 

Mr. Darois has been selling shoes 
for the past nine years in New York, 
Georgia, the Carolinas, Maryland 
and Delaware, and has many friends 
in the territory that he will cover. 
Before he became a salesman, Mr. 
Darois was for a number of years a 
manufacturer of turn shoes. He 
is therefore well fitted to sell and 
give his customers suggestions as to 
the merchandising of a line of turn 
shoe specialties. 

7s 


Russell Agnew with Herman 
E. Lewis 


Russell Agnew, one of the most 
popular shoe men in the Middle 
West, has joined the salesforce of 
Herman E. Lewis, Haverhill, Mass. 
He will make his headquarters at 
the Morrison Hotel, Chicago, and 
will cover the trade as far north- 
west as the Twin Cities, as far east 
as Cleveland and as far west as Des 
Moines. For many years Mr. Ag- 
new was buyer at O’Connor & Gold- 
berg’s, Chicago; he later was an 
executive at Brandt’s store, St 
Louis. 


Hugh McMahon on Trip 


Hugh A. McMahon of Randolph, 
Mass., left “The Hub” last week to 


call on his many friend-customers in 
Michigan and Northern Indiana. 
Hugh sells the W.. L. Douglas Shoe 
Co.’s line of Brockton, Mass., and 
covers his trade intensively. He 
makes long trips and the East will 
probably not see him again until 
“the good old summer time,’ when 
he will come home to attend the Bos- 
ton Shoe and Leather Fair of July 
6-8. 

Hugh was an all-round athlete 
during his college days, and if he 
has any leisure time during the sum- 
mer one may find him either at the 
beaches or somewhere in the great 
outdoors, indulging in swimming 
or baseball. 

He is most enthusiastic over the 
Douglas line. “This popular priced 


line of men’s shoes,” he says, “has 
met with a splendid reception by 


Hugh A. McMahon, who covers 
Michigan and Northern Indiana 
for the W. L. Douglas Shoe Co. 


the merchants in my territory, as it 
has meant ‘repeat’ customers for 
them.” 

Hugh comes from a shoe town and 
a shoe family. He knows shoes and 
shoemaking from A to Z. All these 
factors make him an “all star sales- 
man.” He states that he intends to 
do bigger things than ever this sea- 
son for his house and his trade. 


National Secretary Is 
Big Elk 


That T. A. Delany, secretary of 
the N. S. T. A., stands high in 
“Elkdom” was recently discovered 
by a RECORDER representative on a 
recent visit to his office, when the 
national secretary “opened up” a let- 
ter from the president of the Massa- 
chusetts Order of Elks appointing 
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Brother Delany as a member of its 
social welfare council. The Massa- 
chusetts Order of Elks is one of the 
State branches of the National Or- 
der of B. P. O. E. 


Fred Brill with Wall- 


Streeter 


Fred S. Brill, well known shoe 
salesman, has joined the sales or- 
ganization of the Wall-Streeter Shoe 
Co. of North Adams, Mass., and wil! 
represent them in New York State 
and a portion of Western Pennsyl- 
vania. 

For the past fourteen years Fred 
Brill has represented the Charles A 
Eaton Co. in this territory and is 
well known in the trade. Fred is a 
former president of the Rochester 
Association of Traveling Shoe Sales- 
men and also served as secretary for 
five years. 

Fred spread the Wall-Streeter line 
at the Powers Hotel recently and re- 
ports*that his customers are show- 
ing considerable interest in the new 
line. 


Stone with Nature Footwear 


Frank E. Stone, who for 15 years 
has represented the Sawyer Boot & 
Shoe Co. in the East, South and 
West, recently joined the salesforce 
of the Nature Footwear Corporation 
of Brewer, Maine. His territory for 
his new house will be the same as 
he covered for his old house. His 
new line will be very similar to that 
which he sold previously for the 
house of Sawyer. 


Frank E. Stone, who covers his 

old “stamping ground” in the 

East, South and West, but now 

for another concern—The Nature 

Footwear C ration, Brewer, 
aine 





BOOT AND SHOE RECORDER May 1, 1926 





SNAKES and LIZARDS! 


Selling Like Wildfire from Coast to Coast 


FOUR POPULAR STYLES 
by 
SAKS 








“Kyra” 











No. 537—Parchment Saphe 7. - 
e. 
Ne. 3043—Parchment Lizard. One Eyelet IN STOCK - . Three Eyele 
. High grade turn. Kid lined. Broad 

. 13/8 Cuban Heel $4.85 . 


045—Sa No. 536—Same in Grey Snake with Grey 
Blonde Lizard Sad $ Kid Trimming $5.00 

046—Sam: 5 No. 543—Same in Parchment Kid with 
- iM 10 FER. a Blonde Lizard Trimming $4.85 
‘ei No. 542--Same in Grey Kid with Grey 
Lizard Trimming $4.85 





Ask to see our 
other reptile patterns J 
goto gs in stock Cuban Heel 


No. 915—Same in Parchment Kid with 
No. 538—Same in Parchment Kid with Parchment Pin Seal Trimming and_ un- 
Blonde Lizard Trimming $4.75 di $4.50 


M. J. SAKS SHOE CORP. 


144. Duane Street, New York 











“IF IT’S NEW, SAKS HAS IT” 
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The late T. S. Love. He formerly 
traveled the South for The Brad- 
ford Shoe Company 


T. S. Love Is Dead 


T. S. Love, one of the very popu- 
lar salesmen of The Bradford Shoe 
Company, Columbus, Ohio, died at 
9 o’clock, April 6, 1926. He was 54 
years of age. 

Tom Love, as he was known by 

a wide circle of friends in the trade, 
had been connected with The Brad- 
ford Shoe Company for thirteen 
years. He covered Virginia, West 
Virginia, Kentucky, North and South 
Carolina, and the District of Colum- 
bia. 
Sales Manager R. R. Ratcliff of 
The Bradford Shoe Company, pays 
Mr. Love the following tribute— 
“Tom Love was one of the most loyal 
employees who has ever been con- 
nected with The Bradford Shoe Co. 
Therefore, he will be greatly missed 
by his employers, as well as by his 
many, many friends.” 


Iowa Boys Meet May 1 


The next meeting of the Iowa 
Shoe Travelers’ Association will be 
held at a one o’clock luncheon at the 
Hotel Fort Des Moines, May 1. Sec- 
retary-Treasurer J. E. William Pres- 
cott writes that members are very 
enthusiastic over the special N. S. 
T. A. group insurance policy, as 
written by the John Hancock Co. 


Iowa “Out” to Win N. S. T. A. Cup 


President L. D. Ream sent a 
wire to the last meeting of the as- 
sociation offering a good hat as a 
prize to the member of the Iowa 
“bunch” who secured the most mem- 
bers by Oct. 1. The Iowa Shoe 
Travelers’ Association was the first 


to receive the N. S. T. A. member- 
ship prize of the silver loving cup. 
At that time, the national conven- 
tion was held at Des Moines. The 
Iowa boys are “out” now, full force, 
to try to win the cup the second 
time. Every member is to get an- 
other new member. A special prize 
will be awarded to every member 
who secures a new member before 
the next meeting. 

Among the recent arrivals in the 
Iowa association “household” are 
Frank L. Ritchie of Jefferson, Mo., 
W. Fassig, St. Louis, and Will 
Wiese, Des Moines. 


Field with Interstate 


Frank O. Field, one of the best 
liked salesmen of the Golden Gate 
State, has joined the salesforce of 
the Interstate Shoe Co. He will 
cover the Pacific Coast. Says M. 
Schoenberger of Interstate: “Field’s 
legion of friends will be glad to 
know of his new connection; they 
will surely favor him with a goodly 
volume of business.” 


Ault-Williamson Executives 
Keep in Touch with Trade 


Henry Lumbard, vice-president of 
the Ault-Williamson Shoe Co., Au- 
burn, Me., recently returned to 
the factory from an extensive trip 
through the Eastern and Mid- 
Western States. He called on 
dealers in Boston, New York, Phila- 
delphia, Chicago and other leading 
cities of this district. 

It is the established policy of the 
Ault-Williamson Co. executives to 


keep in close contact with their cus-. 


tomers so that they will always be 
“up-to-date” on trade conditions and 
know just what their customers 
want and how best to serve them. 
“This policy of giving ‘Constant Com- 
fort’ and ‘Constant Style’ dealers the 
utmost in product and service has 
been a large factor in building the 
outstanding success of the Ault- 
Williamson Shoe Co.,” say the ex- 
ecutives. 

Charles Ault, treasurer of the 
company, recently left the factory 
at Auburn, Me., for an extended 
trip. He will visit the St. Louis 
division of the company and will call 
on the trade in Chicago, St. Louis, 
Atlanta, Ga., and New York. Mr. 
Ault attended the Southeastern 
Shoe Retailers’ convention at At- 
lanta and from there went to New 
York, where he attended the New 
York Style Conference. 

The executives of the Western di- 
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Sam A. Beeson, sales manager of 
Boya-Welsh Shoe Co., St. Louis, 
Mo. 


vision of the company, C. R. Wil- 
liamson, president, and _ Lester 
Shackford, vice-president, keep in 
the same close touch with Western 
dealers as do Mr. Ault and Mr. Lum- 
bard in the East. 


Sidney Zeffert Moves 


Sidney J. Zeffert, who sells de- 
partment, chain stores and jobbers 
for the Brockton Shoe Mfg. Co., Inc., 
is today, May 1, located in his new 
office in Room 425, Marbridge 
Building, New York. For eighteen 
years Mr. Zeffert has made his head- 
quarters at 127 Duane Street. He 
writes to the RECORDER that while 
he will be in a new location, his 
hours will be just the same as in 
his former “bailiwick”—from nine 
in the morning until he gets through 
at night, and “with the same college 
yell—Plenty of competitors, but no 
competition.” 


McGovern Salesmen 


Get Together 


A group of the McGovern Shoe 
Co.’s_ salesforce got together re- 
cently at the Columbus, Ohio, fac- 
tory to review samples and talk over 
styles and distribution with T. W. 
McGovern and other executives. 
The salesmen conferees, who hap- 
pened to arrive at the factory at the 
same time, were Martin Brindard- 
ner, J. M. Stanley, Frank Neekamp, 
T. L. Simpson and John Kavanagh. 
The boys state that fifteen new 
models for women, misses and chil- 
dren are being stocked. 
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YOU MIGHT PUT THE 
CART BEFORE THE HORSE 


—but who wants to drive that way! Hitch up 
STERLING PATENT COLT AND STERLING PATENT KID 
Leathers with good workmanship and you put the 
pulling power for fine Shoes where it belongs. 


J PATENT 


Sterling Colt Sterling Hid 


eterting 


BRISTOL PATENT LEATHER COMPANY - ~~ x MASS. 
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“Hallowell 
Made” 





Style No. 720 


$3.25 


-* 

- - 

_ ~ 
“dasennas”” 


2 
—Armour’s Blonde Ivory No. 26, four rows 
stitching on vamp and quarter with perfora- 
tions—nude tubular laces—leather quarter 


lined—Spring Step Rubber Heel. Dunlop 
last. In Stock: Widths B-C-D 


Style No. 700 


$3.25 


—Armour’s Tan Ivory No. 21—five rows 
stitching on vamp—three on quarter and 
counter stitching—tan tubular laces—leather 
quarter lined—Spring Step Heel. State St. 
last. In Stock: Widths B-C-D 


Style No. 707 


$3.25 


pe 










In Stock: Widths 





—Armour’s Black Ivory, stitched with four rows vamping— 
orated quarter and vamp—black tubular laces—leather 
re lined—Spring Step Rubber Heel. Tom Tom last. 
an B-C-D 


Quality 


MheHERMAN 
Dress Shoe 


This splendid new line of 
HERMAN Dress Shoes is the 
realization of our long-cher- 
ished ideal. To create a 
Dress Line that would em- 
body the HERMAN high 
standards of fine fit and 
exceptional service, with 
style of unquestioned leader- 
ship—and at prices that 
mean unusually satisfactory 
profit to the retail dealer. 


No expense has been spared 
—no effort slighted—that 
would add quality, value 
and style. An entirely new 
factory has been established 
at Hallowell, Maine—con- 
centrating on the New 
HERMAN Dress Line exclu- 
sively. An organization of 
style-shoe specialists has 


To Retail at 
$500 and $600 


Prices NET 60 Days 
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dhe HERMAN 
Dress Shoe 


“Hallowell 
Made” 


been built up for this line. 
With the most modern 
equipment—with the ad- 
vantage of HERMAN’S 40 
years of honest shoe con- 
struction—and with the 
added benefit of HERMAN’S 
increased buying-power— 
our new Hallowell factory 
is producing remarkable 
value in this new Herman 
Dress Line. 


To see the NEW HERMAN 
LINE, to examine its sincere 
workmanship, to admire its 
advanced styling, and to 
learn its popular price, is to 
realize that in this New Line 
you have the season’s big- 
gest-selling fine-shoe line. 


To Retail at 
$5-00 and $6.00 


Prices NET 60 Days 


Style No. 904 


$3.70 


—J. S. Barnet & Sons Ace Tan Calfskin, tip 
stitched with one row harness stitching and 
two rows each side—vamp and quarter 
stitched same—tan tubular laces— 
Calf quarter lined—Armstrong 

Cork Box— Spring Step Rub- 

ber Heel. State St. Last. In 
Stock: Widths B-C-D 


Style No. 910 


$3.70 


—J. S. Barnet & Sons Ace Tan Calfskin, four 
rows stitching on vamp and perforations— 
perforation and stitching on quarter— 
tan tubular laces—Calf quarter lined 
—Vuleo box—Spring Step Rub- 
ber Heel. Tom Tom last. 
In Stock: Widths B-C-D 


Style No. 900 


$3.70 






—J. S. Barnet & Sons Ace Tan ee, aint 
ws with perforation—quarter stitching 5 

ton ecbelar laces—-Calf quarter lined—Armstrong) Cgrk 

Box—Spring Step Rubber Heel. 

Dunlop last. 

In Stock: 

Widths B-C-D 
















 —a definite 
merchandising plan 


















To the unusual value offered in this New Herman 
Line, we’re adding the compelling sales-stimulus of a 
real national advertising campaign. Big national 
magazines will carry the story of Herman’s New Dress 
Line to five million homes month after month. 


Naturally you’ll want full details of this Line. Sales- 
men are now out in the field, and will call on you 


with complete sample line very soon. But— if you’re 
in a hurrry to cash-in on Spring weather and Spring 
sales—write or wire, and we'll send samples immedi- 
ately. 





Our new big catalog of the complete 
HERMAN Line of shoes for every 
occasion and occupation is just off 
the press. Write for your copy today. 
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JOSEPH M. HERMAN 
SHOE COMPANY 


BOSTON, MASS, 


Executive Offices 
MILLIS, MASS. Millis, Mass. HALLOWELL, ME, 
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Spring Weather Stirs Up Retail 
Trade All Over the Country 





Colored Kid Demand the Big Feature 


NEW YORK 


Business Better 


More cheerful reports are com- 
ing from the local retail shoe trade. 
With spring weather in greater 
evidence, the shoe shops and shoe 
departments in the specialty shops 
and department stores have put on 
a busier appearance. This applies 
to the men’s stores and depart- 
ments as well as those devoted to 
the sale of women’s shoes. 


Beige, Gray and Reptilian 


There are three outstanding fea- 
tures to the current business. First 
is the demand for the light beige 
shades in kid skin, a strong call 
for gray, and an ever growing popu- 
larity of the reptilian leathers. 
Without the new colors in kid and 
the reptile note in footwear, it is 
doubtful if current business would 
have attained the volume that it 
has. Many merchants are credit- 
ing these three features with hav- 
ing saved the shoe trade this 
spring. 

Shortage of Grays 


Anent gray, it may be said that 
the demand has exceeded expecta- 
tions. Several retailers reluctantly 
admit that they underestimated the 
possibilities of gray as a factor in 
feminine footwear this spring. As 
a result many sales have been lost 
in those stores unable to supply the 
demand. Opal gray, of course, has 
been the leader among the grays, 
and this particular shade is now in 
scant supply in retail shops here. 

The light beige shades, such as 
sauterne, parchment and the like 
have moved exceedingly well. One 
mid-town store did 55 per cent of 
its business on shoes of these 
shades in March and the April per- 
centage is running much higher. 
Patent leather is holding its own 
and there has been some activity 
in black satin, more than was ex- 
pected, in fact. 


Changes in Miller Stores 


The I. Miller Forty-second Street 
store will be abandoned in July, 
with the tearing down of the build- 
ing in which the store is now lo- 
cated. It will be replaced by the 
Miller department in Stern Broth- 
ers, department store on Forty-sec- 
ond Street, where the space devoted 
to shoes will be doubled within the 
next few weeks. In addition to this 
the Miller store at Fifth Avenue 
and Forty-sixth Street is being en- 
larged, and an entirely new store 
will be established on Fifth Ave- 
nue, between Thirty-ninth and 
Fortieth Street, in August. A 63 
year lease on the new Fifth Avenue 
site, now occupied by a Mirror 
candy store, has just been signed 
by the Miller organization. 

During the summer, also, a new 
Miller building will be erected at 
the corner of Forty-sixth Street and 
Broadway, and a Miller store will 
occupy the street and second floor 
of this building which will front 
more than 60 feet on Broadway and 





Imported strap pump with cut- 

out on one side; made of patent, 

café, créme or brown kid or black 

satin; shown by Franklin Simon 
& Co., New York 


run back on Forty-sixth Street more 
than 100 feet. 


New Ideas in Black 


Some new ideas in black shoes 
are being exploited here. An all 
black alligator pump is one idea 
that has been shown. Black ooze 
in new patterns is coming forward 
and black moire silk is finding favor 
in some quarters. 


Cahill on Organization 


A decidedly informative talk on 
the value of organization and the 
necessity of greater knowledge of 
shoe fitting among retail shoe 
salesmen was given by Major 
Charles T. Cahill, of the United 
Shoe Machinery Corporation, at the 
April meeting of the Retail Shoe 
Dealers’ Association of New York 
at the Cafe Boulevard, April 21. 

In his talk, Major Cahill traced 
the art of shoemaking and the or- 
ganization of the shoe craft back 
to the time of the Egyptians. 

The business meeting was de- 
voted largely to a discussion of the 
Badger bill, a piece of legislation 
proposed in the New York Legis- 
lature, which, if passed, will make 
it necessary for every shoe sales- 
man in the State, fitting an arch 
support or any similar appliance to 
be licensed. A committee of three 
was appointed to study the bill and 
make recommendations back to the 
association for possible action. 


More Hosiery Departments with 
Shoes 


Department stores and specialty 
shops continue to take example 
from the shoe stores that carry 
hosiery in convenient locations to 
aid the shopper in matching shoes 
and hosiery. When Saks - Fifth 
Avenue store was opened, a hosiery 
department was installed next to 
the shoe department, in addition to 
the regular hosiery department on 
a lower floor. A few weeks ago a 
similar policy was adopted in the 
Saks-Herald Square store when the 
shoe department was moved to a 
new location. Now, R. H. Macy & 
Company are exploiting a special 
hosiery department “in its new 
summer home, next door to the shoe 
department.” 


Henning Cuts Out Imitation 
Reptiles 


The conflict between real and 
imitation reptile skins continues un- 
abated. The Henning Boot Shop 
is the latest recruit to the ranks of 
the supporters of genuine skins. This 















































fi 















BOOT AND SHOE RECORDER 





IN STOCK 


New Patterns that are “Occupy- 
ing the Center of the Style Stage” 


“Thora” 
B578 White Kid 


“Clare” 


8543 Parchment Kid. .$5.00 


BS89 Parchment Calf..$4.75 
BS79 White Calf...... 4.75 Seen tees Guy Se... SAS 
4.50 BS72 Patent 


BS73 Black Satin 


BS29 Parchment Calf..$4.75 
4.50 “Regent” 


B422 Patent 
B423 Black Satin .... 





SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 C..3-8 











wae ota, ua The MENIHAN COMPANY 


Rochester, N. Y., U. S. A. 


612 Marbridge Bldg. Oakland, Cal., Offic 
New York (my. MOYLAN HS. KUS 
Cc Office: Majestic Hotel 
pes F. J. SATO 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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“ S p ee d” 
8588 Parchment Kid. . $5.50 
BS86 Pearl Gray Kid.. 5.50 
BS68 White Kid .00 
BS70 Patent 


BS82 Parchment Calf. .$4.75 
BS80 White Calf 
BS84 Patent Colt 


“Althea” 
Goodyear Welt-Covered Heel 
BS66 Parchment Calf .$5.00 
BS65 White Calf...... 5.00 


“Suzanne” 
Goodyear Welt 
BS62 Blond Suede Snake 
—Sauterne Snake 
trim .........--85.25 


e: 424 Bellview Ave. 
HINS 


Los Angeles Office: 107 East Sth St. 


M. HOLLANDER 
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exclusive Madison Avenue shop has 
decided that hereafter it will 
handle only geniune skins in its 
footwear and is clearing out its 
stock of imitation reptile skin shoes 
at $15.50 a pair. Some of them 
formerly sold up as high as $26.50 
a pair. 

The trend in all stores is not def- 
initely toward the genuine skins, 
however, some of the high grade 
shops asserting that the imitation 
skins are just as satisfactory as the 
genuine. Shops that handle only 
genuine skins, though, continue to 
make advertising capital of this 
fact. 7 


Hook-Up with Style Conference 


James McCreery & Company last 
week accomplished a definite hook- 
up between their women’s shoe de- 
partment and the recent style con- 
ference, by advertising “the Lu- 
zerne,” a two strap kid or patent 
leather pump with an inlay of snake 
calf in matching tone along the side 
of the shoe. This shoe, their ad- 
vertisement stated, “appeared on 
the runway at the Footwear Fash- 
ion Show held recently at the Hotel 
Astor.” All of which proves that 
Charles Nearing, manager of the 
McCreery shoe department, is ex- 
ceedingly alert to opportunity. 


Shoe Store Robbed 


Another of the Beck-Hazzard 
stores here fell prey to robbers last 
week. The store at 2258 Third 
Avenue was held up by two men 
who took $90 in cash from the 
drawer. Only one clerk was on 
duty when the store was held up. 


Fixture Catalog Out 


The Frankel Display Fixture 
Company is sending out its latest 
catalog which is just off the press. 
It illustrates the latest types of 
fixtures, particularly the wrought 
iron and duo-tone styles. A special 
section in the catalog is devoted to 
shoe and hosiery fixtures. 


BOSTON 


Weather Warms Up Trade 


When on April 22 the mercury 
climbed to 78 deg. there was an im- 
mediate reaction on the retail shoe 
store trade. Some merchants re- 
ported an increase of 50 per cent 
and others a slight increase. 


Colors Are Favorites 


At many stores patent leather 
leads in one straps with moderate 
heels. In other stores the lighter 
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shades of blond and gray are sell- 
ing best. At Thayer McNeil Co.’s 
exclusive Boylston Street store 3-in. 
and heels above 16/8 to 24/8 are 
selling well. A new number in 
white kid with baby lizard inlays, 
in various shades and narrow one- 
strap and center strap, is a popu- 
lar number. 


Patent Getting Stronger 


Paul Goodhue, manager of the 
Gilchrist Co.’s women’s shoe de- 
partment, where there is a large 
bread-and-butter trade, reports that 
colors lead on fashion shoes, with 
the demand for patent getting 
stronger all‘the time. One straps 
here are the biggest sellers. 

A survey of the shoe stores as to 
patterns in women’s shoes shows 
that narrow one-straps are favor- 
ites, although oxfords in the sport 
numbers and in the new dress ox- 
fords are ready sellers. 


Reptile Heels 


Reptile leathers lead for 
heel coverings, according to a 
wood heel firm. Colored calf 
and kid comes next. Black 
heels of any sort are few. 

Cubans lead for shape, be- 
ing in heights from 12/8 to 
14/8, according to this same 
heel man. 


Men’s Trade Brisk 


In men’s styles light weight shoes 
are popular, with an increasing de- 
mand for black and tan selling 
freely. J. L. Easrt Co., exclusive 
men’s shoe store, reports an excel- 
lent trade on summer weights and 
“footwear wardrobes.” Men buy 
quickly at this store. They say— 
“TI want a pair on the same last I 
have just had” or “I want to buy 
my summer footwear outfit now.” 
P. E. Girard of this store recently 
sold $68 worth of shoes to a cus- 
tomer in half an hour—and this, it 
is reported, is not an unusual nor 
Mr. Girard’s largest single sale. 


Retail Salesmen Meet May 3 


The Boston Retail Shoe Sales- 
men’s Association will hold its clos- 
ing meeting of this season at Du- 
pont’s on Monday evening, May 3, 
at 6 o’clock. The chief order of 
business will be the election of offi- 
cers for 1926-1927. The program 
which will follow the dinner will 
be especially interesting. The 
speaker of the evening will be 
Shelton R. Houx, advertising man- 
ager of Edwin Clapp & Son, Inc., 
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East Weymouth, Mass., who will 
take for his subject, “How to Sell 
More Men’s Fine Shoes.” An un- 
usually good entertainment will 
follow the business session. 


Acquires Partner’s Interest 


Charles H. Peterson has bought 
out his former partner, George A. 
Newhall. The business of Jones, 
Peterson & Newhall Co., which for 
twenty-three years has enjoyed a 
splendid reputation as a high-grade 
exclusive shoe store, will continue 
on similar lines and at the same 
location—Temple Place. Mr. Pet- 
erson says that there will be no 
change, whatever, in the conduct of 
this business, except to improve 
upon it as much as possible. 


Charles H. Peterson Continues 


When, in 1903, the Jones, Peter- 
son & Newhall Co. was started, 
George W. Rockwood was presi- 
dent; Charles H. Peterson, vice- 
president; Fred L. Jones, treasurer, 
and George <A. Newhall, clerk. 
Fred L. Jones was the first to retire 
some years ago, and he was suc- 
ceeded by George W. Rockwood as 
treasurer. Still later Mr. Rock- 
wood -retired. For the last ten 
years, until Mr. Newhall’s retire- 
ment, about the middle of last Feb- 
ruary, the business has been con- 
ducted by Messrs. Peterson and 
Newhall. Now, with the acquiring 
of his former partner’s interests, 
Charles H. Peterson is president, as 
well as secretary. 


Perry Hinckley Is Dead 


One of the best known shoe sales- 
men in the city, Perry C. Hinckley, 
of the women’s shoe department of 
Thayer McNeil Co.’s Temple Place, 
West Street store, died on April 18 
last. He was 45 years of age and 
had been with the Thayer McNeil 
Co. for fourteen years. He was a 
member of the Thayer McNeil Asso- 
ciates and of the Boston Retail 
Shoe Salesmen’s Association—“One 
of my boys”—and a very fine man, 
said Superintendent C. W. Pollock, 
who takes a heartfelt interest in 
the welfare of the salesfolks at this 
store. Mr. Hinckley was buried on 
April 21 from Henderson’s Chapel, 
Everett, Mass. 


ROCHESTER 


Style Show Big Attraction 


Tropical song birds hidden among 
bowers of smilax twined on trellis 
work transformed the shoe depart- 
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special” and the “‘new” are laid before 


our buyers first. 
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No small part of the success of our bus 
163 Commercial St. 


° 
8 
g 
© 
= 
2 
2 
— 
© 
om 
ss 
E 
a 
” 
a 
) 
n 
_ 
re) 
> 
o 
> 
— 
Q. 
© 
m 
- 


bus 
the 


LIAO TTS 


nkSS 


oy 


: ?: 
ah 


Ss 








DA SORES AS ES 
SUN ee cea 


a Bie 


oF 
Seam Be 


A: 


Bee 


Ss 


tex 


es a ES te eA 


Ba Mal ee KAAS 





(SORE 


Fa tPD vie OTe 


EL tae I 


May 1, 1926 


ment of McCurdy & Co. into a 
flower garden for the tenth annual 
shoe style show held last week on 
Wednesday and Thursday after- 
noons from 2.30 until 5. 

Miss Martha Allen, former Roch- 
ester girl, known to shoe merchants 
throughout the country as “The 
Kodak Girl,” modeled the newest in 
women’s footwear. A stage set in 
the center of the department was 
used for Miss Allen to walk upon, 
and after displaying the shoes on 
the stage platform she walked 
through the department so that the 
hundreds of women might get a 
closer look at the footwear. 

In the center of the department 
was set up a circular fountain sur- 
rounded by myriads of tulips. Scat- 
tered throughout the department 
were some twenty birds, canaries, 
love birds, Japanese robins, India 
thrushes and a pair of talking par- 
rots. 

While Miss Allen modeled the 
shoes, a stringed orchestra played 
softly, and during the intermission 
Miss Gladys Wetmore, harpist, and 
several vaudeville artists enter- 
tained. 

Among the popular models shown 
by Miss Allen which attracted the 
most favorable comment were— 
The Barrymore model, a patent 
leather pattern on a short stage last 
with an extremely high heel; a 
parchment sauterne combination 
pattern with 214-in. spike heel; a 
parchment kid strap pattern 
trimmed with black lizard on vamp 
and heel. 

A novelty collegiate sandal for 
beach wear made of wood, en- 
ameled in bright colors—Chinese 
blue, Chinese yellow, rose, green 
and orange, with gore straps, cov- 
ered with fancy designs, attracted 
much attention and was one of the 
hits of the show. 


| CINCINNATI | 


Trade Slightly Dull 


Business in the Cincinnati dis- 
trict, in the last two weeks has 
fallen a bit below par, due to the 
cool and rainy weather which has 
been experienced here. It is evi- 
dent that with the advent of better 
weather the shoe business will pick 
up. 
Colored kid footwear is still 
moving at its previously rapid 
pace. However, the intensely pop- 
ular patent leathers are replacing 
the kids to some extent. Until the 
white shoes set in their appearance 


the patent leathers, which are sell- 
ing in all kinds of leather combina- 
tions, will occupy the majority of 
attention, according to merchants 
here. Reptile leathers are still all 
the rage, all shoes coming in very 
high heels, while the tendency is 
for still higher heels. 


Lighter Shades for Men 


In men’s shoes the light shades 
of tan and the blond calf skins with 
moderate toes are selling. The light 
weight shoes are slowly beginning 
to move. Just a little warmer 
change in the weather will see 
them going at a hot pace. Inch 
and one-eighth heels appear to be 
the favorite among men. Sport 
shoes are beginning to sell, how- 
ever, they are first being advertised. 
This applies as well to women’s 
shoes. The golf shoes, of course, 





A new interpretation of the nar- 

row cording in a strapped and 

overlaid kid or patent slipper, 
shown by I. Miller, New York 


since the opening of the golf sea- 
son, have had a run. 

Assistant Manager Daniels of the 
Bostonian Shoe Shop says in re- 
spect to business: 

“As soon as the weather opens 
up men will begin to dress up. 
They will shed their overcoats and 
buy some new stock and, of course, 
to dress up their shoe item will 
have to be looked into also. Con- 
sequently business will pick up.” 

Mr. Newbold, manager of the 
shoe department at Smith Kassons, 
says: 

“Business is fair. We are not 
kicking, but we are praying for 
sunshine and for the rain to let up.” 

Mr. Spiegel, manager of Irwin’s 

hoe department, states: 

“Cream colored kids and parch- 
ment kids are going to be the fea- 
ture and there is going to be a big 
demand for ties in all colors. The 
ties are coming to the front more 
than ever before.” 

Mabley & Carew, during the week 
of April 12, held their 49th anniver- 
sary sale. In spite of the weather 
the results were entirely gratify- 
ing. 
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DETROIT | 


Business Improves Some 











Downtown stores report better 
business but complain that it is far 
from satisfactory. Outlying stores 
in neighborhood centers find things 
rather bad. The weather is blamed 
for it all, and it would seem that 
the fault lies there. A few stores 
downtown have put on sales in an 
endeavor to increase turnover, but 
there has been nothing startling in 
this demonstration as yet. 

In spite of these conditions there 
are a few stores reporting sales 
equal to or slightly better than the 
same period of last year, and 
through all the complaining there 
is a note of optimism that is en- 
couraging. Shoe merchants gener- 
ally believe that the season’s busi- 
ness will close with a slight in- 
crease in sales over last year. 


Light Colors Lead 


Light colors are selling in both 
men’s and women’s lines. Gray for 
women has not turned out as good 
a seller as some merchants thought 
would be the case, but parchment 
and other blond shades are going 
well. The spike heel is also selling 
freely in all styles and colors. Or- 
namented heels that match the trim- 
ming of the shoe are also popular 
with many customers. 

“It is surprising how many black 
patent leather shoes we are sell- 
ing,” said one department manager 
in a large shoe store. “I find that 
patents are not a dead number by 
any means. Patents with parch- 
ment trimming and with reptile 
trimmings are selling well.” That 
patents are not selling in the plainer 
types was observed in one store 
where the merchant was fitting or- 
naments to theo straps and ankle 
straps. He said: “The people want 
ornaments so we are providing 
them.” At another store patents 
are shown extensively with over- 
lays of fancy leathers in mottled 
effects of various kinds, including 
red and green colors. 

Some merchants believe that light 
colors will carry through until fall, 
by including whites, while there are 
others who are looking for a re- 
action toward black early in the 
summer. 


Sports Season Backward 


Sport shoes are not selling free- 
ly as yet owing to the backward- 
ness of the season, but stores that 
cater to the sport element are go- 
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© yoemate styles will 
never fade from the 
style picture while women 
demand shoes of the 


utmost ease of adjustment 
and snug, non-gaping fit. 


Shown by Courtesy of 
BUEK & COMPANY 
Philadelphia 


The surest and safest way to be 
certain of your customers’ satisfac- 
tion is to see that responsible gor- 
ing is used in your orders. 


HUB GORE MAKERS 
Branch of Everlastik, Inc. 
Chelsea, Mass. 1107 Broadway, New York 


Naturally—In Ordering You Will Specify 


HUB @ GORE 


RADE MARK 





GUARANTEED FOR TWO YEARS’ SERVICE 
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ing ahead with their advertising 
plans and will undoubtedly reap 
their reward in the near future. 
Golf displays are frequently seen 
in the windows of downtown stores 
at this time. A very attractive dis- 
play of this kind was noticed at the 
French, Shriner & Urner store in 
the Book-Cadillac Hotel Building. 
The absence of crépe sole types in 
this display was noticeable. As ec- 
cessories there were shown hand- 
knit hose and sweaters, which this 
firm carries in stock and golf clubs 
which were borrowed for the trim. 

The men’s trade as a whole is 
probably better than last year at 
this time. The introduction of light 
colors has pepped up the trade 
among the young men to some ex- 
tent. The sale of blond calf has 
surprised some merchants who were 
skeptical as to the success of this 
color. Colored shoestrings are evi- 
dently becoming more popular than 
ever. Stores selling these lines at 
25 cents a pair are doing a fine extra 
business in shoestrings. 


Gives Away Caps 


Snell’s, 516-522 Michigan Avenue, 
is giving boy purchasers an ad- 
justable Hair-Band Eye Shade Cap 
as a special inducement to boost 
sales. These caps are popular with 
boys and are much sought after. 


“Know Detroit” Week 


The “Know Detroit” week just 
past was a fine example of coopera- 
tion. Detroit stores gave space in 
their windows to manufacturers of 
Detroit so that the variety of the 
manufactured products of the city 
might be visualized to the public. 
It looked rather odd to see one of 
Fyfe’s large windows filled with a 
display of toilet necessities, while 
other shoe stores were transformed 
in a similar manner with other 
lines. 


| MILWAUKEE 


Business Encouraging 


A more encouraging tone can be 
felt throughout the local trade as 
favorable weather conditions have 
resulted directly in a big volume 
of business. Women’s shoes par- 
ticularly are showing a marked im- 
provement. With the streets dry 
under foot, women are looking more 
and more toward colored kid shoes 
in both the lighter shades of tan 
and gray. With these leading the 
volume of business, patents fall into 
second place, while satins have 
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dropped out of the picture entirely. 
Of interest is the report that tans 
have been picking up as several mer- 
chants predict a big fall season in 
tans. Warmer weather has brought 
forth an early call for whites which 
seems to indicate that dealers are 
justified in anticipating a satisfac- 
tory white season despite-the popu- 
larity of light colored kids. 


Colored Kids Popular 


“We have been doing a very big 
business during the past few weeks 
and our April trade should show a 





a 1 
It Begins to Look Like a Low- 
Shoe Year 


WASHINGTON, N. J., April 25 
—John W. Zanelli, shoe dealer, 
received corroboration recently 
of his suspicion that high shoes 
were not in vogue here. He 
had 150 pairs of high shoes 
which did not “move,” so one 
morning he put them on a 
counter outside his shop with 
a sign which read: “$l per 
pair.” 

Ten o’clock came with no pur- 
chasers and Mr. Zanelli changed 
the sign to read “Two pair for 
$1.” 

Twelve o’clock came with no 
purchasers, and Mr. Zanelli 
changed the sign again to 
“Three pair for $1.” 

At 4 o’clock, after not a 
single purchaser had appeared, 
Mr. Zanelli changed the sign 
once more to read “Help your- 
self.” 

When Mr. Zanelli came out 
at 6 o’clock to go home not a 
single pair of shoes had been 
carried away. 














~~ — 


very substantial increase over last 
year,” declared Robert Weaver, 
floor manager of the Walk-Over 
shoe store. “Colored kids have 
taken a big lead, especially in the 
blond shades. Recently, however, 
tan calfs have picked up to a 
marked degree, and they are now 
moving as well if not better than 
patents. Women seem to feel that 
the colored kids are too light for un- 
pleasant or wet weather, and they 
are buying tans for more general 
use. Whites have also been selling 
as a result of the warm weather 
and this early demand augurs well 
for the summer white season.” 
“Colored kids are the big thing 
in immediate business and we have 
been doing a very fine business on 
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all the lighter shades,” stated E. A. 
Boll of the Campbell-Boll Co. 
“There has also been a very good 
demand for patents. Our best busi- 
ness has been done on a high- 
throated pump in light colors 
trimmed very slightly with a con- 
trasting shade. Recently we have 
noted a trend to white shoes, and 
we anticipate a very good white 
season this year.” 


Bedell Does Big Volume 


Bedell’s shoe department did a 
very fine business during the Bedell 
week of sales which was featured 
by the local store in conjunction 
with similar sales in Bedell stores 
throughout the country, and gen- 
eral business in this shoe depart- 
ment has been very satisfactory, 
according to M. Weiss, manager of 
the department. 

“There has been a big demand 
for the light blond shades of kid, 
followed closely by gray kids,” said 
Mr. Weiss. “Third place would go 
to patents with light colored trim- 
mings. Our business has been very 


good, and the outlook is most prom- 
ising.” 

Bedell’s are showing two new 
styles which have already taken 
very well. One of these is a patent 


slipper with an instep tie having a 
heel and trimming of bark or 
marble leather. This has proved 
so popular in patent that it will be 
shown in colors as well. The sec- 
ond style is a novelty patent 
trimmed with tan, featured by an 
anklet strap fastened with a fancy 
stone set buckle. The ankle strap 
is set low in back so that it may be 
removed if desired. A D’Orsay 
style with short vamp and square 
toe has been very big. 


In New Location 


Luck’s Shoe Store has moved into 
new quarters on Brown Street, 
Rhinelander, Wis., following exten- 
sive remodeling operations carried 
on under the direction of William 
Luck, owner of the store. A new 
front has been installed, the floor 
lowered and other improvements 
made. 


CHICAGO 


Trade Spotty 


Business has been anything but 
good. There have been days and 
“spots” in days when selling has 
been brisk, but the general totals 
added when the weeks have been 








Brooklyn’s 
Master-Made McKays 


In Stock Parchment Kid 
for with 
May 10th delivery Lizard Trimming 


Look for our remarkable offering of 4 SU PER-STYLED 


Brooklyn-made McKays, ready for delivery on May 10th, 
which will be advertised in next week’s issue of the Boot & 
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finished have been sadly disappoint- 
ing. It is doubtful whether any 
April has been as lacking in selling 
volume as the first three weeks of 
this April have been. 

The most unfortunate tendency 
that has resulted from this lethargy 
has been the tendency among the 
anxious merchants and this doesn’t 
exclude the large operators—to 
slash prices and create a new 
“false” level to prices already 
plenty low enough. 

Few dealers are overstocked— 
they are more “undersold” and 
there is nothing to alter this situa- 
tion except good old honest-to-good- 
ness sunshiny days and when they 
come and stay—so will sales im- 
prove. e 


Wholesalers are suffering from 


the same condition and reports 
from the larger manufacturers and 
wholesalers in Chicago indicate a 
general slow movement all over the 
entire State of Illinois and in sur- 
rounding States. 

Regardless of some general an- 
tipathy toward the blond shades in 
men’s footwear—sales are being 
made and before summer is done 
many merchants may discover that 
this “millinery” in men’s footwear 
was a blessing in disguise. Ex- 
traordinary light shades in men’s 
shoes tend to demand a darker pair 
for extra wear and thus two sales 
are created where only one was be- 
fore. 

Color Rules Style 


Almost any color in women’s foot- 
wear is style. So much so that al- 
most every thing is style—and 
nothing is. One sees a few blues 
making their appearance, though 
most merchants will remember dis- 
astrous experiences a few years 
ago and shun colors. As trimming 
leather both blue and red are seen. 

Gray seems to be the most uni- 
versally chosen of all the colors for 
the time being at least and most 
frequently trimmed in reptilian ef- 
fects. The slash trimming swing- 
ing in graceful lines across quarter 
and vamp seems to be the most fre- 
quently shown at the present time 
following the vogue for futuristic 
effect. so generally to be found 
among the style presentations of all 
kinds of wearing apparel. Evident- 
ly the futuristic design has now 
reached from the head to the foot 
of style. 

In evening and dress footwear 
one needs only to call on any twist 
of the imagination—any conception 
of trim and cut-out—and possible 
adaptation of strap or bow—any 
color in the rainbow or colors if 
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you please—and magically they 
can be produced in general effect 
in evening footwear. 

Probably there is too much style 
for style to be accepted or at least 
for any one decided mode to be ac- 
cepted, so there’s hope and a place 
for any slipper or oxford in any 
stock—and that’s something. 


Maurice Braman in Reading, Pa. 


Maurice I. Braman, for many 
years manager of the shoe depart- 
ment in the M. L. Rothschild store 
in Minneapolis and later in busi- 
ness for himself, has located in 
Reading, Pa., as manager of the 
A. L. Rosenbush store in that city. 
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WHO would believe a reptile 
could be the inspiration for so 
much Beauty! . . . unless one in- 
spected with admiration the many, 
many Sport Styles here! . . . each 
dependent upon the humble snake 
for its clever smartness! .. . 
each model a reptilian triumph! 
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Sommer & Kaufmann of San 
Francisco have succeeded in put- 
ting the hiss of the snake in this 
ad featuring snakeskin footwear 


| SAN FRANCISCO | 


April Business Good 


A week of rain camouflaged it— 
if there was an after-Easter slump 
in shoe buying in San Francisco. 
But the rain brought untold benefit 
to crops, improved conditions gen- 
erally and the weather soon atoned 
for its early April delinquencies, 
so all in all business for the month 
was very good. 


Colors Head the Van 


The color situation seems to re- 
solve itself down to what the indi- 
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vidual store is showing and featur- 
ing. Grays and sauternes are sell- 
ing almost equally. Patents, both 
plain and decorated with reptilian 
leathers, are holding up surprising- 
ly. well, particularly in the quality 
shops. White is selling readily and 
promises to be still stronger for out- 
of-town wear. In high grade foot- 
wear, blue, green and red lizard 
are among the leading novelties. 


Sports Shoes Moving 


The new heights of popularity 
reached by sports footwear for 
both men and women sounded the 
high note of interest in the last 
fortnight’s selling. Never have the 
sports styles shown seemed as at- 
tractive, never as tricky. Business 
and high school girls are buying 
them for street as well as sports 
wear. Men seem to be reserving 
them more for sports occasions. 
But both are buying them. Som- 
mer and Kaufman, Werner’s and 
the Walk-Over are showing un- 
usually wide selections of colors 
and combinations in tan and nude 
calf, buck, Panama and other ma- 
terials with trims of gray and écru 
elk, pig skin, alligator, snake and 
cther reptile leathers. Ordinarily 
the chain stores°do not go in for 
sports wear to any extent, but this 
spring some of them are displaying 
some very good looking copies of 
higher priced numbers. 

In the extreme style shops the 
sports trend is reflected in very 
much ornamented oxfords with 
Cuban heels. 


Show Three-Inch Heels 


Frank More’s French Footwear 
Shop is the first San Francisco 
store to feature pumps with the 
much-discussed 3-in. heel. They 
are being shown in patent, silver, 
gold kid and decorated leathers and 
are not only selling well but get- 
ting a lot of worthwhile publicity 
for the store, according to H. E. 
Barton, manager of the shop. Mr. 
More himself is now en route to 
Paris and will be back about July 
1 with new ideas for ultra foot- 
wear. 

Matching Bags and Slippers 


Matching handbags and shoes in 
gray, blond and brown kid with 
lizard trims in darker tones sold 
out the first day they were shown in 
Werner’s smart Geary Street shop, 
Manager H. A. Baker reported. 
Each retailed at $27.50, a tidy com- 
bination sale of $55. Every day is 
bringing exotic new offerings in 
reptilian and reptilian trimmed 
leathers for the choosing of Mme. 
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More S7ZeS... 
More Sales 


UNE and July are “going-away” months 
—when slippers come more into use 
and evidence than almost any other time 
of year. They can be made two of the big- 
gest Daniel Green months for those mer- 
chants who advertise and display our 
summer styles in satin and leather and 
have an adequate stock to back up the 
display. 





























Have only those styles that are logical 
for your trade, of course—but keep those 
you do have completely sized up to meet 
all demands. 









More and more modern merchants are 
working up a constantly growing business 
on summer Comfys with tempting new 
stocks and real service. Why not add this 
further profit to your own balance sheet 
this year? 
















DANIEL GREEN FELT SHOE CO. 
General Offices 
DOLGEVILLE, NEW YORK 


Sales Offices 
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New York City Boston, Mass. Chicago, Ill. 
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Low Service Charge on 
Good Shoes 


From time to time J. T. Teeple of the 
Teeple Shoe Company, Waupun, Wis. 
us off to “good things worth pushing 


along.” 


He sent us a copy of this ad by Geo. F. 
Hamilton of Council Bluffs, Iowa, and Mr. 


Teeple makes the following comments: 


“Here is a little ad run by a man who» 
spends some time talking quality and good 


fitting shoes. 


“It is a relief to find an occasional store 
which devotes some real thought along this 
line, instead of hammering style to the 
total elimination of the first two funda- 


mentals of the shoe business. 


“No business is secure which is founded 
entirely, or greatly, on ‘style the phantom.’ 
It must tie something else to it. Let’s keep 
style but in its proper relation to value. 
Fit and quality can be combined in rather 


definite proportions, with style. 








and Mile. San Francisco. A par- 
ticularly striking one was of cobra 
retailing at $37.50 at Werner’s. The 
briny deep contributed the decora- 
tion of a one-strap pump of black 
patent trimmed with blond shark 
skin shown at the Bootery for 
$19.50. 


Featherweights for Men 


More featherweights are being 
sold to men than last season, but 
the demand isn’t as great as it 
might be if men didn’t find them 
much less comfortable than the 
thicker soled shoes; says De Witt 
C. Davis of the Edwin Clapp stores. 
Blond or nude calf are neat to the 
tans in color popularity and seem 
to be gaining strength daily. The 
vogue for this color has also served 
to stimulate sales of blacks, for 
when a man might try to “get by” 
with tans at night he wouldn’t dare 
with the very conspicuous nude 
shades. Modified balloon and 
square toes are registering a 
stronger demand than the more ex- 
treme styles, taking an average of 
men’s sales. 


| BALTIMORE | 


Steady Increase in Business 


Shoe retailers here report a 
steady increase of business over 
last year. Each day following the 
Easter holiday there was a notice- 
able increase in the volume of sales, 


, tips 
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THREE CENTS A DAY, MINUS 


A street car man said to me one day, “I think my 
shoes cost me too much money.” And we began to 
do some figuring. He had paid me eight dollars and 
seventy-five cents for the shoes, and adding two dol- 
lars for half soles and heels he had ten dollars and 
seventy-five cents invested. I had a record of the date 
of the purchase and so it was easy to know how many 
days’ wear he had had, and he was surprised to find 
that it cost him a fraction less than three cents a day 
for his shoes. And all the time he was having perfect 
comfort because he bought a good article to start with 
and he still had some wear left in them. 

Give me a chance and I will prove to you that good 
shoes are the lowest cost of all your necessities. 


HAMILTON’S SHOE STORE 
Council Bluffs, Iowa 





GEO. F. HAMILTON. 

















despite the fact that the weather 
was still cool and even cold toward 
the middle of the month. It is ex- 
pected that as the weather turns 
warmer business will take on even 


a brisker aspect and activity will | 


grow proportionately. Stores have 
been playing up their windows, 
displays being much more elabo- 
rate. Hochschild, Kohn & Co. had 
an attractive window display of I. 
Miller shoes. For all the different 
styles and materials used in these 
shoes, individual skins were placed 
advantageously, showing the earlier 
state of the leather as well as mak- 
ing an attractive background for 
the window. In the adjoining win- 
dow handbags in the new leathers, 
especially the reptilian to match the 
shoes were also on view. Here, 
too, the skins were used as part of 
the decoration. In this connection 
it might be said that the I. Miller 
shoe have made a startling “hit” 
at Hochschild’s and seem to be the 
talk of the town. 


Showing Colored Shoes 


A number of shops are now show- 
ing shoes in red, blue and green. 
Although there is no appreciable 
volume in the latter and no great 
amount of business is expected 
along that line, a number of the 
stores handling the medium priced 
footwear have taken in the colored 
shoes. Another fad seems to have 
taken hold, namely, that of the col- 
ored laces, which are used in ties 
of all materials in plain or combi- 
nations. The much adorned shoe 


An exact replica of the greatest small ad Hamilton ever wrote 





tree and the 18-in. fancy shoe horn 
are also in vogue and are being sold 
by a number of shops. 


New Shoes Shown 


Some of the interesting shoes 
shown at Hutzler’s were: 

Reign skin pump in green, peach, 
blond and pink with blending leath- 
ers for trimming. Panama straw 
fashion welt pump in combination 
colors. A new importation from 
Swithzerland—a sandal T strap 
pump in parchment kid with the ex- 
treme 22/8 spike heel with cobra 
calf trimming. Allover genuine 
rattlesnake stroller or step-in sport 
pump—14/8 broad Spanish heel 
with bow over instep concealing 
small gore. In this shop the strap 
and the tie in the light kids, from 
sauterne to bois de rose, are the 
best sellers. 

At Hahn’s: The “Kiddette Tie,” 
a three-strap tie effect with basket 
weave vamp in contrasting mate- 
rials, short round toe, silk lacings 
in colors. The shoe comes in the 
high medium or low heels in ten 
different materials. Mr. Cobourne, 
manager of this shop, reports light 
kids selling in comparison to the 
other materials in the ratio of 8 to 1. 

At the Forsythe Shop: Grays 
have increased in sales over the 
light kids since Easter. 

At Hess’: An original Pinet 
Model is a high spiked heel sandal 
effect in tan kid with underlay of 
sauterne, or gray kid with under- 
lay of blue. 
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SMART ORNAMENTS 


For Summer Footwear 


> Be ay Biscuit Bows of rich black satin—an absolutely new and wu 
is item the t will make them Pn —can e 
val 


Same in paten nt leather, blonde satin or grey sa ia dozen r 
No. A-2i—% inch New Ar ay in patent leath 
thing new—can be used either as anklet or inste > stra Ran an zen pba $5.00 
Same in combination colors, pon en - airs . _ ° 
. See See Strap, gold o silver finish, ae en alts 


jo. 542R—Mesh Ins cs Sano. ns ae silver finish ithe ae 
Z NE:  wadnnawedheied atbuqeieeebebendnneunes06068s.c'6Swe 60% "stems 


no Patent Leather Braided borg ery trim ~ made, 
— Mesh Anklet Strap Ce mplete, dee zen pa airs sows $11.00 


Bows, Metal Buckles and 
Rhinestone Ornaments of Every Description 


IDEAL MANUFACTURING COMPANY 
The House of Shoe Specialties. 


4248 No. Crawford Ave. Chicago, Illinois 








TENNIS BARGAINS 


TRIMMED—FAMOUS BRANDS 


We offer, at these bargain prices, two 
famous brands of WHITE LACED-TO- 
TOE and BROWN and WHITE BAL 
TRIMMED TENNIS. 


: 1 2 246 (75 
8-103 }40c 


J. A. KEMLER 


Always “‘Underpriced” 


108 Lincoln St. Boston, Mass. 
Keep in touch with me for underpriced jobs always on hand 


Little Gents’ : 











Did You Ever Think of This? 


You probably. have used equipment, shop- 
worn equipment, out-of-date models or prod- 
ucts which you do not want but which some 
one else would be glad to get hold of at a price 


under the market. 


Classified Advertising in the BOOT AND 
SHOE RECORDER will move them quickly 


and economically. See Classified Section for 


Advertising rates. 
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| ST. LOUIS | 


Trade Better 


The sunshine and warm weather 
has brought out other than foliage 
during the week ending April 24. 
Business has been stimulated and 
improvement was the general note 
sounded throughout the downtown 
shoe belt. 

Last Saturday was one of the 
best days experienced in many 
stores during the entire year. Some 
merchants stated that it was better 
than Easter Saturday. This applied 
for the most part to the women’s 
end of the business. ‘The men’s 
business was not active due to the 
ideal baseball and backyard gar- 
dening weather which prevailed on 
Saturday. The business in this 
field. was surprisingty off, as the 
prevalent opinion in shoe stores 1s 
to the effect that the men’s business 
has been deferred and should be 
expected at this time. 


Colored Kid Leads 


The women’s style parade goes 
marching on without much change 
other than what has been mentioned 
during the past few months. Col- 
ored kid, of course, leads “The Big 
Parade” with parchment far up in 
advance of other colors. Few if 
any retail merchants have used 
pressure with price cutting sales to 
move this merchandise, which per- 
mits of a healthy situation in so 
far as colored kids are involved. 
Many pairs’ will have been dis- 
posed of before whites are in de- 
mand. No one is apparently wor- 
ried with his colored kid stock. 

Gray is doing nicely, although in 
the higher priced stores’ some 
slackening tendency is observed. 
In the popular priced field it re- 
tains the position occupied for the 
past few weeks, the ratio being 
about one to four or five as against 
parchment. In one large store gray 
was selling on a par with patent 
trimmed numbers. 

There seems to be an increasing 
activity in patent leather trimmed 
in parchment of appliques. This 
report was heard in two or three 
prominent stores. In high grade 
footwear the reptile grains are 
coming vigorously and women are 
placing their stamp of approval on 
these patterns, particularly the 
all-over effects. 


Hanan Shows Sandal Oxford 


The St. Louis Hanan store is 
showing an imported braided san- 
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dal lace oxford in tan with crépe 
sole and heel. Fred Maxted, man- 
ager of the store, stated they were 
selling and had been even during 
the cold weather. 


Swope Has Big Saturday 


The Swope Shoe Company had 
one of the biggest Saturdays on 
April 17 that it has experienced in 
a considerable period of _ time. 

Arthur Ebbs, vice-president of 
the company, also stated that they 
had been very successful with rep- 
tile grain shoes and had sold them 
as early as January, re-ordering on 
several numbers disposed of. 

Ebbs is president of the South- 
western Shoe Retailers’ Association 
and chairman of a group of retail 
shoe men who have a luncheon 
gathering each Wednesday. 











LOS ANGELES 








Confidence in Colors 


* Los Angeles answers the after- 
Easter question of style with a very 
decided note of confidence in col- 
ors. Newspaper advertisements ap- 
pearing on Easter Sunday offered 








Ray-on Styles 


A Lynn shoe man says that 
Ray-on, the new fabric that 
is made of wood pulp, is partly 
responsible for the present 
‘style of light and dainty shoes 
of delicate colors. He argues 
that apparel of Ray-on, now 
so commonly worn, and includ- 
ing stockings, is light of line 
and gay of color. He argues 
that shoes must be made to 
correspond. ‘ 

There certainly has been a 
change in shoe styles of Lynn 
since the days when women 
bundled up in woolen and cot- 
ton fabrics. 




















a wide array of styles but no de- 
partures in the way of shades or 
hues. 

Bullocks offered parchment kid 
with reptilian trimming of match- 
ing tone in a walking pump, medium 
heel, at $15. Another Bullock of- 
fering was a two-tone sports ox- 
ford, of tan with beige, fancifully 
trimmed, low heel, at $8.50. 

Van Degrift offered blond kid 
with darker kid trim, black patent 
with blonde kid trim, and all white 
kid, at $10 and $8.50. 

J. W. Robinson Co. advertised kid 


97 


and satin novelty slippers at $20. 
Satin patterned in basket weave, 
combined with kid in sandal effects. 
These were offered in gray and 
water lily shades also. 

Innes proffered to the ladies of 
Los Angeles, Pasadena and Holly- 
wood, gray kid, parchment kid, sau- 
terne kid and patent with lizard 
trim at $11 and $12.50. A novelty 
shoe in baby leopard calf with al- 
ternative choice of either blonde, 
gray, or patent was shown at $12.50. 

White’s Bootery offered gray and 
ivory kid at $14.50 and patent 
leather trimmed in either brown or 
rend shark skin at $13.50. 

I. Miller announced a triple-tone 
tie in bois de rose blended with tan 
lizard and blonde kid at $22.50. 
Also a patent with tan lizard and 
beige kid at the same price. 

Gude presented for consideration 
a novelty called “Midwick” done in 
patent with snake and sauterne kid, 
white kid and white lizard, at 
$14.50. Another shoe was offered 
in parchment or blonde with snake 
trim at the same price. 


White and Gray Slow 


White shoes have not yet taken 
hold. There is no large amount of 
interest manifested, although a few 
white costumes called for white 
shoes to match. 

The vogue of gray has not 
reached the Pacific Coast in any 
considerable volume. Be it remem- 
bered that fashion writers told us 
that gray was to be the big seller 
in women’s clothes. Here and there 
a gray costume was noticed but the 
beiges, tan shades and light bois de 
rose have the stage. 

California seems to be quite in- 
different to what “they” are wear- 
ing at Atlantic City or elsewhere 
along the Eastern coast. 


Open New Shoe Store 


Harmer & Dent is the firm name 
of San Diego’s newest suburban 
shoe store. The new venture was 
launched about the middle of 
March and has met with marked 
success. The location, 2936 Uni- 
versity Avenue, is ideal for a store 
that caters to suburban trade. 

Mr. Harmer, the practical shoe 
man of the concern, is well known 
in San Diego, having been associ- 
ated with some of the best retail 
establishments of that city. 

Harmer & Dent will carry a gen- 
eral line, but will emphasize chil- 
dren’s shoes. On opening day they 
made a bid for this trade with sou- 
venirs that won the hearts of the 
little folk. 
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Shows far and near 


where you are— 
who you are 


To get purchasers into your store, you must first get them 


to it. 


Beautiful 


SHOES 


A sign—the projecting and electrical Flexlume-—attracts at- 


tention to your store from far and near. 


And at an investment and operating charge lower than 9 out 


of 10 business men imagine. 


You seek means for increasing sales and profits. 


We offer 


to present proof of Flexlume’s low-cost advertising effective- 


ness for stores in your line. 
literature. 


Write for photoprints and 


We also build exposed lamp and other types of elec- 
tric signs for those who prefer or require them. 


FLEXLUME CORPORATION 


1220 Military Road 


Buffalo, N. Y. 


Phone “Flexlume”—All Principal Cities 


Factories also at Detroit, Los Angeles, 
Oakland, Cal., and Toronto, Canada. 











Reese Vostes Rusbodiod 
AAA SHOE TREES 


Both Fore and Heel Parts contain 
high grade, durable Springs whereby 
when inserted in shoe they Absolutely, 
Automatically Adjust themselves to 
shoes of various Lengths, Widths and 
Shapes as well as Low, Medium or 
extreme High Heels. 

(No hand adjustments necessary.) 

The Springs have sufficient strength to 
fill out heavy, and are flexible enough 
not to injure the lightest weight leather 
or Satin Shoes. 


Its regular Last-shaped heel keeps heel of Shoe as 
well as its forepart in perfect shape. 
Made only in 2 sizes for Men and 2 sizes for Women. 


This Tree has proven itself the most 
practical in use, as well as the best 
seller. 


rt 


Sample to re- 
sponsible mer- 
chants on re- 
quest. 


BUFFALO LAST WORKS, Inc. 
Buffalo, N. Y. 
N. B.—A fine side line for salesmen on commission. 
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“Arlington Operated” 


HOTEL ANSONIA 


Broadway, 73rd to 74th Streets, New York City 


12 minutes from Penn. and Grand Central Stations 
& minutes to Theatres and Shopping District 


1260 ROOMS 


(All Outside) 


New York’s most com- 
= hotel. Everything 
or cemfort and con- 
venience of our guests, 


Two Restaurants 
Open from 6.30 A. M. 
until midnight 
Music - - Dancing 
2 Radio Orchestras 
Ladies Turkish Bath 
Beauty Parlor 
Drug Store 
Barber Shop 
Stock Brokers Office 


All in the Ansonia 
Hotel 
TRANSIENT RATES 
300 Rooms and Bath 
Large double Rooms, twin ‘beds, Bath.86.00 per day 
Parlor Bedroom & Bath (2 persons) ..8$7.00 per day 
Special Weekly and raced — 


Pe yy Ay B, BF ye “Roaring 
Forties.”” No coal smoke, our lant equipped. Perth oft feel Coolest 
Hotel in New: ork in 8 


The ANSONIA 


In | Sonmenetes with the Motels Colonial, 
son, R ad& Cc P 


“Arlington Operated” 


$3.50 per day 








When writing to advertisers please mention Boot ann SHor Recorver 
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Shoe Factory Centers Continue 
Active for This Time of Year 





Novel Materials Going Into Footwear 





| LYNN | 


Shipments Big 

Shipments were good for shoes 
for May day sales and continue good 
for the opening of the summer sea- 
son on May 15. Buyers keep close 
to requirements. Lynn is making 
more shoes than a year ago, but 
warmer weather would be welcomed 
as a measure to increase in sales. 


Kids Lead 


Kids, in whites and colors, are 
the leading Lynn style leathers just 
now. They will run into the fall 
with changes in colors to autumnal 
hues, according to a number of man- 
ufacturers. 

Reptiles come next, as a style 
proposition. Allover reptile shoes 
are predicted for fall. But the 
present practise in Lynn is to use 
reptiles in combination with kid or 
calf. 

Patent leather continues in good 
standing, especially with color trim- 
mings. Some black and colored sa- 
tins are being made. Reptile satins, 
in two tones of color, have ap- 
peared, and so has reptile finish 
webbing for the making of gores. 


Changes in Lasts 


Lasts are settling down to me- 
dium toes, round for street wear 
and narrow for formal dress wear. 
according to modelers. Vamps are 
fairly short for street shoes and 
shorter on some country club 
styles, but are longer for dress 
shoes, as, for instance, high waisted 
pumps. 

Heels are getting a bit lower. 
They range from 8/8 to 12/8 for 
country club and sport models, from 
12/8 to 14/8 for street or informal 
dress wear, with a few 16/8 heels, 
and from 16/8 to 22/8 for formal 
dress wear. ; 

Much of the modeling of lasts 
now going on is intended to em- 
phasize graceful lines of insteps. 

Straps lead in single strap pump 
and center strap sandal models. 


Some straps are so slim that it is 
difficult to sew buttonholes in them. 

Center ties, with novelty laces, 
continue to bid for favor. Some 
call them semi-oxfords. Ribbon 
laces match the applique trim- 
mings. These ties are selling. 

Open and closed shanks are new. 
In these shoes, the shank on the 
outside wall of the shoe is closed, 
while the shank on the inside wall 
is open. 





Frowns on Knees 


Short skirts were condemned 
by formal resolutions adopted 
by the Essex County (Mass.) 
Board of Trade, at its recent 
meeting. This Board repre- 
sents the textile mill cities of 
the Merrimac Valley as well 


as the shoe and leather dis- 
trict of the North Shore. 
The mill men declared that 
short skirts injure their in- 
dustry. But not a word was 
said for the tanners and shoe- 
makers who have an interest 
in boots for winter weather. 


Semi-open shanks are open at the 
bottom and are closed at the top 
by a strap, or band of leather, from 
the vamp to the quarter. Or they 
have a low side wall which fits up 
to the stocking. 

Straps are pitched high. Tail- 
ored bows continue good trimmings 
for summer shoes. 


Prize Window Display 
A family style window display 


by the Walkover store in Lynn won 
the prize for the best windows for 


shoe stores during the _ recent 
spring opening of merchants of 
Lynn. 


Shoes for mother, father and the 
children, in styles suitable for all 
occasions, made up the displays in 
the three windows of the store. 


Lynn Flashes 


Kid is used for 60 per cent of 
the novelties. 





“Bill” Hooley, of W. F. Hooley 
Shoe Co., is on the road. 

Kelly is making cleaners and 
dressings especially for colored 
kids. 

A turn edge welt is a new Grover 
product. 

Wooleather Mfg. Co., Salem, was 


incorporated recently by Frank 
Ballou, Charles Cook and Edwin 
Cook. It makes. slippers of 
wooleather. 

Goniprew-O’Neil, incorporated 
last week, with a capital of 


$100,000, is to make colored kid in 
the Beebe tanneries on Western 
Avenue, Lynn. Salesroom at 86 
South Street, Boston. 

Lynn is planning for a big dis- 
play in Boston market in July. The 
Lynn Chamber of Commerce is 
lending a hand. 

Wood heels are on all the novel- 
ties. Business in leather heels is 
at a low ebb. 

Gerald Hitchings is with the 
Horn Shoe Co. He used to be with 
MacLaughlin, Sweet, and before 
that with Hitchings & Sons. 

Tony henna calf is a new product 
of Creese & Cook, Danvers. 

The Lynn shoe school is enroll- 
ing students for next fall. 

Bicycle boots, that laced to the 
knee, were recollected the other 
day, as styles that have passed. 


BROOKLYN 


Business Better 


While March saw a considerable 
let down in business in the Brook- 
lyn shoe producing centers, April 
marked a distinct improvement and 
manufacturers are optimistic over 
the outlook for the next month or 
two. Recently there has been some 
re-ordering of colored kid and rep- 
lilian leather shoes, in addition to 
a good volume of business on plain 
patent leather and patent with col- 
ored trim. The white business is 
beginning to develop and indica- 
tions point to a better than usual 
run on white in Brooklyn. 
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Featuring Reptilians 


Some of the Brooklyn factories 
are running strong on reptilian 
leathers, both genuine and simu- 
lated. At several of them, the rep- 
tilian leathers account for 50 per 
cent or more of the business. In 
general the opinion of Brooklyn 
manufacturers on this material, is 
that it is here to stay and will con- 88-90 Reade St. New York 
tinue good for many years to come. AUCTION TRADE SALES 
Efforts are being made to bring of 
out new materials. Experiments SHOES and RUBBERS 
are being made with different Every Wednesday and Friday 
kinds of straw, along the line of 

. the Panama shoes, which are being 
&. produced in fairly good quantities SNAPPY SHOES 
Sowa SHOES in Brooklyn, considering that the FOR YOUNG MEN 
material is extremely novel and ex- Up to Ge miuute prvies, , Sel Satins 
BROCKTON, MASS ceedingly “high style.” While calf please. Investigate. 

is the chief leather in the simu- pemmeti, —~ Ey gp Inc. 
Address all communications to the factory lated reptile field, kid skins also are Boston Office, 10 High St, Room 804 
being produced in reptile patterns New York Office—Marbridge Bldg. 
and several of the Brooklyn houses 
are showing these in their new 
samples. 












































Little Change in Patterns 


Patterns show little change. 
Strapped models appear to be lead- 
ing the field at present, with the 
step-ins running a close second. 
The fancy oxford business is pick- STOCK DEPT.5. 
ing up and Brooklyn is pinning its SNAPPY SNAPPY 
faith to them for the fall run. It ACTION! STYLES! 
is evident that many new patterns ea wg to Be Stetson 
in oxfords will come out of Brook- THE STETSON SHOE CO., Ine. 
lyn next fall. South Weymouth, Mass. 


Bion F REYNOLDS Cou, 
BROCKTON, MASS. 























M. A. PACKARD CO. Makers 

ee Broadcasting Brings Responses . ; 
NETTLETON Good results in the way of re- ’ 

Shoes of Worth sponses to their weekly radio talks ‘ WHERE TO BUY 





on shoes, broadcast by the J. & T. 
A. E. NETTLETON CO. Cousins Company, at _ Station 

H. W. COOK, President WMCA in New York City. The 

Sysecuse, i, ¥.. U. &. A. Cousins’ Shoe Talks go on the air 
MEN'S FINE SHOES EXCLUSIVELY every Friday night over this station 
at 8:30 P.M. The company has had INC 
several leading lights in the shoe ae) S| Wei 
and leather trades give these LOUIS J. COBLENTZ, Mgr. 
talks, and the general public appar- Marbridge Bldg..New York 
ently is interesting in learning 
more about shoe styles and the ma- IMPORTED BUCKLES 


terials that go into shoes. From our own Paris Works 























CINCINNATI NU-SHINE 


| t America’s Favorite 


Restores Color 
Preserves Leather 
Beautifies Footwear 


Business Improving Makes Old Shoes Look New 


Wholesale shoe business has in- THE NU-SHINE CO. 
* Mkt. St. Reidsville, N. C. 


creased two and three fold over 
that of two weeks ago. Many or- 
ders are coming in at this time for 
whites, to be delivered later on. 
However, all the work is not being 
concentrated on the whites. The 
kids and the patents are still being 
put out on a large scale, but it is 
with these increased orders in 
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BEST-EVER SILPPER CO., Inc., BROOKLYN, N. Y. 


TOLL yaaa 


REGISTERED 


pneshe 
RED. BLACK PP TAN 


Swan Shoe Co., Baltimore, Md. 
























PARISTYLE FOOTWEAR MFG. CO., Inc. 
Chicago Oa Setomy Bide” 1 W Medion Su 
HIGH GRADE MULES and D’ORSAYS 


Made of Satin, Ouilted Satin, Embossed 
, Tinsel and Brocade 


$23.00 per doz. up we 
















DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 
New York City 



































EMIL RUBLACK 
Maker of Artistic 
Price and Sale Tickets 
Samples eon Free on 


140-142 WEST Ee 
NEW YORK 








Me. 250, $2.50 per 100 
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whites that business has picked up 
so noticeably. 

At the Vollman Lawrence Co. the 
new “Boy Bob” last is starting off 
well. It carries a 9/8 heel and is 
very boyish looking. Orders show 
the Florida cloth shoes to be going 
very good, parchment particularly 
well. Many orders for comfort 
shoes of character are coming in. 
Additional machinery has to be in- 
stalled to make Romance turns. 
The special feature in this shoe is 
that the shank is sewed to the outer 
sole, giving the shoe the same 
strength as the McKay or the Good- 
year welt back part and yet re- 
taining the fiexibility in the fore 
part. 

At the Cahill Shoe Co. many new 
styles for spring and summer are 
shown. Flower designs painted on 
patent leather vamps give a bright 
effect. These are hand-painted de- 
signs similar to the designs now 
being shown on scarfs. Many of 
the new Cuban heels are now start- 
ing to come through. The new sport 
ties for summer wear are in reptile 
leathers, carrying lower heels. 


News Notes 


Fred Roth of the Roth Shoe Man- 
ufacturing Co. has left for a visit 
to New York. Mr. Roth’s purpose 
in going to New York is to take a 
much needed rest and also to visit 
the new office in New York. 

J. T. Carlisle of the Krippendorf- 
Dittmann Manufacturing Co. was 
cut of town on business during the 
week of April 12. 

A very successful dance was held 
at the Vollman Lawrence factory 
Saturday, Apri! 10, for the em- 
ployees. There was a delightful 
crowd present and the evening was 
topped off by the wonderful sing- 
ing of the “Footrest Quartet.” 

George Vollman, Sr., left the 
week of April 19 on a business trip 
of about ten days to the East. 


Platman Back on Job 


Mr. Platman, genial house man- 
ager of sales for the Charles Meiz 
Shoe Company, is back on the job 
after six weeks in the hospital. 
Some time ago he fell down an ele- 
vator shaft breaking both legs and 
one arm. 


Fels Elected to Club 


R. Fels, superintendent of the 
Bray Counter Co., was elected to 
membership in the Shoe and Leath- 
er Club, at their last monthly meet- 
ing. The Julian Kokenge day at 
the club has not been set as yet 
at any definite date, but will come 















Beggs & Cobb, Inc., Boston, Mass. 








est Virginia 


Counters of this board help 
the shoe to hold its shape. 
W. Vi Pulp Product Department 
est Virginia Pulp& Pa eC ane 
Detroit New York PC " 








T. W. Godeoe, Pres. F. E. Jones, Treas. 
W. G. Donald, Vice-Pres”’ 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


88 SOUTH STREET BOSTON, MASS. 











The One 
Waterproof 
Lea 


tains a Polish 


CREESE REESE & COOK Co. 
Tanneries at Danverspert, 95 South St, Bosten, Mase. 




















ARLE 
shoe patterns 


ARLE SHOE PATTERN CO. 
5¢ MAIN ST., BROCKTON, MASS. 




















201 South Street Boston, Mass. 
Telephone, LiBerty 8673 




























IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.25 pe. 
Misses’ 
$1.20 pr. 
Childs’ 
$1.16 pr. 





BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y¥. 











BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Style B162 Bik. Saunt 
Kid, ogee 

















{ “Stos” 


“WILL BUILD A BIGGER. 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS/ 
“Write for 


Agency Pla: 
Dr.APoswer, SHOES, tnc. '*° Wear BROADWAY, .NEW po 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 


Boston Office, 183 Essex Street 











without doubt during the middle of 
April. 
Auer Recovers 


It is with the greatest of pleasure 
and happiness that we correct an 
error which appeared in one of the 
earlier publications of this journal. 
It was stated that N. Auer, father 
of C. Auer of the Cahill Shoe Co., 
died as a result of injuries received 
in an automobile accident. He has 
now been discharged from the hos- 
pital and has apparently fully re- 
covered. 
LLL 
| ST. LOUIS | 
| cman ee oe nnn nese renee SC 

Trade Picks Up 


There has been a pick-up in the 
wholesale business, particularly 
Busi- 


during the past few days. 
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ness immediately after Easter 
showed some signs of letting down. 
But since the frigid weather has 
been’ dispelled throughout the 
country the orders are coming in 
in good quantities. 

The general line in stock houses 
especially have felt the effects of 
the activity, and orders from the 
men on the road this week have 
been good. Comment was also made 
as to the increased number of mail 
orders which are pouring in from 
practically all sections of the coun- 
try. 

Inquiry shows that the big houses 
are ahead on their last year’s ship- 
ments. Mention is made regarding 
profits which some state will not be 
quite as large as they were a year 
ago. It costs more to secure the 
business that is being placed, is the 
answer given for this condition. 

The specialty houses are busy. 
Some are filled to capacity and oth- 
ers running slightly below this 
speed. Whites are being cut for the 
most part, but other shoes as well 
are being produced. The president 
of one of the large specialty houses 
stated that their accounts were or- 
dering their white shoes to come 
forward, due to the warming of the 
atmosphere. 

The specialty manufacturers for 
their first six months will unques- 
tionably show a decided increase 
over their last year’s figure, pro- 
vided business keeps up in propor- 
tion to its past four months’ per- 
formance. 


Brown Orders Increase 


Frank James, sales manager and 
vice-president of Brown Shoe Com- 
pany, stated that during the past 
few days business has increased 
phenomenally. Tuesday, April 20, 
was one of the biggest days they’ve 
had this year. Mail orders and 
those coming in from the men in 
the territory were exceptionally 
large, and he attributed this in- 
creased volume te the break in 
weather which seems to have been 
prevalent throughout the country. 


Says Materials Most Important 


Harry Johansen, president of 
Johansen Bros. Shoe Co., stated 
that in the style field materials 
seemed to be more important than 
patterns. At present, he said, they 
were producing a good many pat- 
ent leather shoes trimmed in rep- 
tile grained leathers. This vogue 
is reflecting itself in the retail field, 
where some increase is seen. 
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Brockton at Style Conference 


Brockton had a delegation of 
shoe men at the New York Style 
Conference this month. John S. 
Kent, treasurer of M. A. Packard 
Co. and president of the Brockton 
Shoe Manufacturers’ Association, 
and son, Alfred T. Kent, of the 
Packard company; Albert Doyle of 
Doyle Shoe Co.; Clarence P. Waide 
and B. Harrison Cort of Stacy, 
Adams Co.; Walter D. Leach of 
Geo. E. Keith Co., and Samuel Stone 
and Benjamin Stone of Stone-Tar- 
low Co., comprised the local group. 


New Firm to Begin Production 


Production of about 120 pairs of 
men’s medium-grade welts per day 
will be begun by the newly incor- 
porated Nesmith-Farren Shoe Co., 
at 12 Foundry Street, about May 1. 
Officers include: President, Walter 
F. Nesmith; treasurer, Joseph C. 
Touges; clerk, Joseph K. Farren. 


Emerson’s Daughter Dead 


The death of Mrs. Madelyn Em- 
erson Wilcox, April 17, followed 
that of her father, the late Charles 
O. Emerson, by about a month. 
Clark L. Wilcox, well known in the 
trade, received the sympathy of a 
host of friends. Funeral services 
were held April 19 and burial was 
in Melrose Cemetery. Mrs. Wilcox 
was in her 31st year. She had been 
ill for about three years. 


Nash a Model 


William B. Nash, member of the 
Brockton Fair shoe style show com- 
mittee and connected with the W. 
L. Douglas Shoe Co., was the star 
model in a burlesque style show in 
connection with a Y. M. C. A. func- 
tion here last week, lending dig- 
nity to the occasion by appearing in 
street costume. Shoes were the new 
Douglas balloon, Riviera, in sau- 
terne kid trimmed with Madeira 
calf and with very high heels. 


Veterans Feted 


Comrades of the late Patrick 
Hurley, founder of the Hurley Shoe 
Co., veterans of the Civil War, were 
feted -at the Commercial Club here 
April 15 by John J., William M., 
Edward F. and George A. Hurley, 
sons, and Ralph L., Harry L. and 
John A. Hurley, grandsons. For the 
hosts John J. Hurley greeted the 
G. A. R. men and presented each 
with a silk American flag. The 
Hurley factory is situated on the 
[CONTINUED ON PAGE 107] 
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SUPREMACY 


Yj 
JV 


f0 
In White yA 


To F.B.&C. WHITE 
GLAZED KID is largely due 
the confidence with which 
white kid shoes are sold in 
yearly increasing terms. 


To specify F.B.&C. WHITE 
GLAZED KID is to make 


annual customers. 


In Colors 


F. B. & C. colors always assure the full- 
est perfection of quality and color correct- 


ness. 


In conformity with the recommendations of 
the JOINT STYLES COMMITTEE we 
announce the following colors for fall: 


Color 254 ROSE BEIGE Color 231 PLAZA GREY 

Color 158 SAUTERNE Color 2288 MAUVETTE 

Color 219 STROLLER TAN ' Color 178 MARSALA 
Color 218 HAMSTEAD BROWN 


AMALGAMATED LEATHER COMPANIES, INC. 


319 Arch Street, Philadelphia, Pa. Factories, Wilmington, Del. 


FD&C. Kid — 


IVhen writing to advertisers please mention Boot anp Sror Recorver 
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An old saw that still cuts 


Much fun has been poked at the old saw that “‘my line of business is 
peculiar.’”” But she still seems to cut. 


Of course your line of business is peculiar. It must be. It is obvious that 
there is no line that has not problems all its own—and plenty of them. 


Recognizing a problem as a problem is the first step in solving it. Getting 
all the facts and getting them clearly in mind is the next. In both of 
these your A. B. P. papers can be of great value if you will but make 
use of them. 


They will do more than report situations and last-minute developments. 
They will do more than supply accurate facts. They will, through their 
editors, present the viewpoint of men seasoned by long experience in 
the trade, men able to offer constructive suggestions and constructive 
criticisms. 

The advertising pages of an A. B. P. member paper are well worth close 
and constant study. They, too, are full of suggestions for economy. And 
publishers of member papers of the A. B.P. are living up to their pledge 
“to decline any advertisement which has a tendency to mislead or which 
does not conform to business integrity.” 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 








An association of none but qualified publications reaching 54 
& fields of trade and industry. 


The Boot and Shoe Recorder is a member of The A. B. P. 


When writing to advertisers please mention Boot anp SHoe REcoRDER 





May 1, 1926 





INFORMATION 
TO THE 
NEW YORK VISITOR 


AS a visitor to New York, you have a problem: 
“Where shall I stop in comfort and convenience 
—without extravagance?” 

We answer—at the Martinique. ; 

A modern, fireproof building, in the very centre of 
all business activity, the Hotel Martinique offers 
unusually comfortable accommodations at unusually 
economical rates—rooms as low as $2.50 per day. 

Special restaurant service—most moderate prices. 

We invite investigation. On your 
next visit, stop in and let us prove 
that you can live right at the right 
price while in New York. 


A. E. SINGLETON 
Resident Mcnager 


nabelelenitalaalaaithey - 
ialad ieee 


& 


MARTINIQUE 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STREETS 
NEW YORK CITY 











APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles 

of growing children and as a full 

ventilated shoe, the Burkley Venti- 

lated Foot Developer is unexcelled. 

Well known surgeons recommend its 
use. 

Make your stock of 

children’s shoes com- 

VENTILATIONS plete by sending your 

PATENTED order today. 
Phone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 Ne. Main Street 
Brockton, Mass. 














GREELEY Boupoirs 


The quality boudoirs which I make 
can be sold in any live store with 
profit. A fair trial will show 
all claims that I may make of 
their selling quality sound. Get 
the business which my 
boudoirs bring. Write 
for samples. 





In Stock 
Black and 
Colored Leather 
36 Pair Cases. 


When writing to advertisers please mentio 
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Allsteel Safes 


ZOU can insure many things— 
but the best insurance will never 
replace your business records. 


GF Allisteel Safes, tested and ap- 
proved by the Underwriters’ Labo- 
ratories, have brought their con- 
tents, uninjured, through countless severe fires. 


The Alisteel mark on office equipment is 
your guarantee of permanent satisfaction. 


Write for a copy of the GF book: ‘‘Safe- 
guarding the Vital Records of Business.” 
THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere « Canadian Plant: Toronto, Ontario 









































et ==" Attach this coupon to your firm letterhead ®?"™" 
The General Fireproofing Co., Youngstown, Ohio B.&S.R. 


Please send me without obligation a copy of your book 
“Safeguarding the Vital Records of Business.” 


m Boot Ann SHoe Recorver 





BOOT AND SHOE RECORDER 








May 1, 1926 




















Leading Lady 


You will find 


BRAIDED SHOES 


are popular with the 


Folks of Filmland 


Here’s 


Miss Jobyna Ralston 


“For Heaven’s Sake” 
And for Her Feet’s Sake Is Wearing 


Deauville Sandals 








with Harold Lloyd 







them popular, too 
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Made by 


Golo Slipper Company 


803 Security Bldg., Chicago., Ill. 










Duane St., New York, N. Y. 















OR over fifteen years the Fischer Pro- 
tector has served an appreciative public. 
The many thousand foot sufferers who have 
found quick relief with this ingenious device, 
regard it and the dealers who sell it, with 
grateful favor. 


For over fifteen years the Fischer Protector 
has been consistently advertised in a large 
number of magazines of national circula- 
tion. This advertising has created a nation- 
wide demand for Fischer Protectors from 
people to whom they seem indispensable. 


Link up your store with this advertising 
by letting the public know that you carry 
the Fischer Protector. It is a trade 
tested customer maker and customer 
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holder. 


Your jobber can supply you with 
Fischers on call. 





CHOES CHADEILY : . . 
DE DP DEES \PELY a “blind groping in the 


PROTECTOR 


Made by 


Fischer Manufacturing Co. 


425 East Water St., Milwaukee, Wis. 






grope in the dark. 

There are no dark spots 
circulation. 
Bureau of Circulations. 


cindioaiseene 








GROPING IN THE DARK 


Time was when the purchase of 


means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and method: 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 


Our records are audited by the Audit 














advertising space was 
Advertisers had no 






dark.” 









s this organization is able to 


















in the Boot and Shoe Recorder 
















When writing to advertisers please mention Boot ann SHoz Recorver 
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site where its founder offered his 
services to his country. 


H. C. Keith Returning 


The return of Harold C. Keith, 
president of the Geo. E. Keith Co., 
from the Pacific Coast, is expected 
about May 12. Mr. Keith plans to 
leave on May 1 and make stops on 
the Walk-Over trade en route. 


| MILWAUKEE f | 


Factories Busy 


Milwaukee shoe manufacturers 
report that business has been very 
good during the month of April, 
and orders are coming in at a very 
satisfactory rate. Many factories 
have introduced new lines for late 
summer or fall business, but there 
is still a heavy demand for spring 
and summer shoes for immediate 
delivery. 

“Business has been very good, 
and orders are coming in fine,” 
stated James H. Pratt of the Walter 
J. Booth Shoe Co., manufacturers 
of men’s dress shoes to retail at 
$5 and $6. “Blonde calf has been 
a very big seller for immediate 
business, despite the fact that 
these styles were made up for hot 
weather business.” - 


“Elephant” Calf 


The Walter J. Booth Shoe Co. 
has just completed its line for fall 
and early winter, and the new 
samples are now in the hands of 
their salesmen. In general, the 
line tends to slightly darker shades 
of tan, but no marked difference 
in style is displayed. Of special 
interest are several styles devel- 
oped in a new “elephant” calf, 
which is a new grain leather just 
being introduced by the Booth com- 
pany. It is a tan calf with a pat- 
tern similar to the appearance of 
an elephant’s hide, and it appears 
in several styles of novelty sug- 
gestion. 

Fred A. Mayer, sales manager 
for the F. Mayer Boot & Shoe Co., 
reports very good response to the 
new line of Maisonette shoes intro- 
duced to the trade during April. 


Move Offices 


The local office of the Endicott- 
Johnson Co. has been moved from 
its former location at 114 Grand 
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Avenue into the Mayer building at 
the corner of East Water and 
Detroit Streets. The new location 
is in the center of the wholesale 
district of the city. 


Nunn-Bush Has Get-Together 
Luncheon and Meeting 


The Nunn, Bush & Weldon Shoe 
Company Cooperative Association 
held the first meeting of its kind 
in the Nunn-Bush Auditorium, at 
which the purpose of the meeting 
was announced to promote good 
fellowship and cooperation that 
would reflect in a greater service 
to the general public. 





Buster Brown a Father 


Here we have Jack Clifford, origi- 
nal Buster Brown of the Brown 
Shoe Company, height 48 in.; and his 
wife, 42 in. On Feb. 26 a baby girl 
was born to this couple at Austin, 
Tex., their home. The baby was 


normal and weighed 6 pounds. 





The program consisted of mu- 
sical numbers and brief talks by 
executives. 

H. L. Nunn’s subject was “The 
Shoe Industry and its Problems.” 
He brought out the point that the 
buying public regulates the law of 
supply and demand, and that the 
peaks and valleys in the shoe in- 
dustry are caused by seasonal 
activities. Mr. Nunn concluded his 
talk by pledging the continuance 
of his moral support to the factory 
workers in their constitutional ob- 
ject which assures fair play to all. 

Frederich Danner, the president 
of the Nunn-Bush Cooperative As- 
sociation, spoke on “Cooperation 
and Good Fellowship.” 








J. C. Johnson, sales manager, 
talked about “Selling,” and Mr. O. 
Grigg, the advertising manager, 
about “Advertising.” 


| HAVERHILL | 


Grading-Up Lines 




















Everett Bradley, president of the 
New England Shoe and Leather 
Exposition and Style Show, Inc., 
and a member of the Bradley Shoe 
Co., this city, interviewed on his re- 
turn from the recent style confer- 
ence in New York, declared that the 
outlook was never brighter than 
now for turn shoe manufacturers. 
Mr. Bradley sees a big demand de- 
veloping for quality footwear of the 
turn type of manufacture. This call 
is said to be coming from the big 
department store trade and the big 
city retailers. 

Several of the Haverhill turn 
shoe manufacturers are now grad- 
ing up their lines preparatory to 
serving this trade. The department 
store buyers are asking for turn 
shoes to retail at $7 and $8 and one 
local firm is grading up its line to 
serve the $10 trade. 

Mr. Bradley, with Edward M. 
Rickard of the Rickard Shoe Co., 
and Herman E. Lewis of H. E. 
Lewis, Inc., represented the local 
industry at the style conference in 
New York. 


Production Increases 


The manner in which local shoe 
production is maintaining itself 
following the Easter rush is a 
source of great encouragement to 
the city’s business interests. Pay- 
rolls after dropping off sharply the 
first week in April, have begun to 
ascend again. The last week in 
March with an aggregate payroll of 
$445,000, was the peak for the lo- 
cal industry. A drop to the $400,- 
000 mark occurred during the first 
week in April, but earnings for the 
week of April 12 began once again 
to ascend, advancing $6,000, with 
another similar advance reported 
by the banks for the week of April 
20. 

New firms since the first of the 
year number approximately 40; 
expansions, 25; liquidations, 5; 
failures, 2; removals, 2. Union 
membership has increased approxi- 
mately 200, while 15 additional 
member firms have been taken into 
the Haverhill Shoe Manufacturers’ 
Association. 
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CHANGES IN BUSINESS 


Los ANGELES, CAL.—Astholz Shoe 
Co. (Frank B. Astholz, Prop.) 
shoes, sold out to E. M. Frey. 

DENVER, COL.—Horace Bigelow 
Shoe Mfg. Co., shoe manufacturers, 
incorporated recently. 

GLENDALE, CAL.—Charles S. Mc- 
Duffee, shoes, etc., reported selling 
or sold out. 

WINSTED, CONN.—Thomas C. San- 
toro (“Santoro Bootery”) shoes and 
repairing, reported sold out to 
Thomas Cornelio. 

CHICAGO, ILL.—Harry Edelberg 
(St. Louis Dry Goods Store) (1251 
S. St. Louis Ave.) shoes, etc., re- 
ported petitioned into bankruptcy. 
Reported receiver appointed. 

S. T. Corydon Co., Inc. (2704-2712 
W. North Ave.) shoe department 
taken over by the Shu-Dept., Inc. 

Raymond Nowitski (Marshall 
Square Shoe Store) (2865 W. 22nd 
St.) shoes, reported sold out to M. 
Goot. 

MOLINE, ILL.—Maurice Goethals 
(712 18th Ave.) shoes, etc., reported 
selling or sold out. 

LOUISVILLE, KyY.—Johnson Shoe 
Co., shoes, recently incorporated. 

HAVERHILL, MAss. — Haverhill 
Juvenile Shoe Co., shoe manufactur- 
ers, incorporated with authorized 
capital of $10,000. 

QUINCY, MASS.—Wollaston Shoe 
Corp., shoe manufacturers, incorpo- 
rated with authorized capital of 
$10,000. 

ENGLEWooD, N. J.—Frank C. 
Demarest, shoes, etc., reported sell- 
ing or sold out. 

YONKERS, N. Y.—Herman Perl- 
mutter, shoes, succeeded by Perl- 
mutter & Klion. 

BROOKLYN, N. Y. — Primrose 
Shoes, shoe manufacturers, incor- 
porated with authorized capital of 
$30,000. 

Theodore Zawestoski (180 Grand 
Street), shoes, reported selling or 
sold out. 

NEW YORK ClTY—Weltman & 
Bengis, shoes, etc., succeeded by 
Weltman & Glauberman at 500 West 
125th Street. 

TOLEDO, OHIO—C. E. Lynch Co., 
shoes, incorporated with authorized 
capital of $50,000. 

CLEVELAND, OHI0—Herbert J. 
Fellows (1048 St. Clair Avenue and 
10542 Euclid Avenue), shoes, re- 
ported selling store at 10542 Euclid 
Avenue. 

PITTSBURGH, PA. — Leavitt & 
Pearle (Brushton Department 


Store) (7808 Frankstown Avenue), 
shoes, etc., dissolved partnership— 
succeeded by Maurice Leavitt. 
NEWPORT NEWS, VA. — Inter- 
national Outfitting Co., shoes, etc., 
succeeded by International Outfitting 
Co., Ine. 
WINNECONNE, 
Abell, shoes, 
Arnold Bersch. 


Wis.— Alvin H. 
etc., succeeded by 


Business Reverses 


SOUTH NORWALK, CONN.—Irving 
Byrelas, shoes, etc., reported re- 
ceiver appointed. 

BELLEVILLE, ILL.— Dry Goods 
Store, Inc., shoes, etc., reported pe- 
titioned into bankruptcy. 

CHICAGO, ILL.— Morris Orzoff 
(1241 South Kedzie Avenue), shoes, 
reported petitioned into bankruptcy. 

Harry Edelberg (St. Louis Dry 
Goods Store) (1251 South St. Louis 
Avenue), shoes, etc., reported pe- 
titioned into bankruptcy. Reported 
receiver appointed. 

Gold-Miller Shoe (159 North 
State Street and 502 Capitol Bldg.), 
shoes, reported assigned. 

HERRIN, ILL.—Good Luck Clothing 
Co., Inc., shoes, etc., reported pe- 
titioned into bankruptcy. 

LAPORTE, IND.—Duzan & Paulin, 
shoes, reported offering to compro- 
mise at 40 per cent. 

PATTERSON, LA.—Sebastiano Gian- 
fala, shoes, etc., reported petitioned 
into bankruptcy. Reported receiver 
appointed. 

BALTIMORE, MD.—Samuel Gold- 
stone (5241 Park Heights Avenue), 
shoes, etc., reported petitioned into 
bankruptcy. 

Max & Ida Blechman (229 W. 
Camden Street and 301 South How- 
ard Street), shoes, etc., reported 
petitioned into bankruptcy. 

Jack Greenbaum (1505 Laurens 
Street), new and second hand shoes, 
reported petitioned into bankruptcy. 

BosTON—Elmstrom Leather Co. 
(27 Lincoln Street), sheepskin and 
upper leather, reported receiver ap- 
plied for. ¢ 

CHELSEA, MAss.—James Millar 
Co., shoe manufacturers, reported 
petitioned into bankruptcy. Re- 
ported receiver appointed. 

LAWRENCE, MASsS.—Louis Gold- 
berg, shoes and repairing, reported 
offering to compromise at 25 per 
cent. 

LYNN, MAss.—Fashion Shoe Co., 
shoe manufacturers, reported as- 
signed. 
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WEBSTER, MASS.—Wolf Yerovitz, 
shoes, reported petitioned into bank- 
ruptcy. 

FITCHBURG, MASS.—A. _ Rafer, 
shoes, reported petitioned into bank- 
ruptcy. 

GRAND RAPIDS, MICH.—Hender- 
son’s Bootery, shoes, etc., incor- 
porated with authorized capital of 
$10,000. 

Owosso, MICH.—John R. Gaymer, 
shoes, reported petitioned into bank- 
ruptcy. 

LAUREL, MIss.—Ingram’s Shoe 
Store (T. R. Ingram), shoes, re- 
ported assigned. 

JERSEY CITY, N. J.—Benjamin 
Liebman (426 Central Avenue), 
shoes, reported receiver appointed. 

SUMMIT, N. J.—Herman Goldstein 
(414 Springfield Avenue), shoes, re- 
ported offering to compromise at 25 
per cent. 

BROOKLYN, N. Y.—Paul A. Zuky 
(149 Court Street), shoes, reported 
petitioned into bankruptcy. 

Bert E. Drake & Co., Inc., manu- 
facturer of ladies’ turn shoes, re- 
ported offering to compromise at 30 
per cent, 15 per cent in cash and 
balance in three notes of 5 per cent 
each. 

Hyman Rosenblum (914 Kings 
Highway), shoes, reported meeting 
of creditors was scheduled. 

BUFFALO, N. Y.—Paul H. Cherry 
(Economy Shoe Store) (1441 Gene- 
see Street), shoes, reported peti- 
tioned into bankruptcy. 

NEW YorRK CITY.—Max Goldman 
(333 East Thirteenth Street), shoes, 
reported “assigned. 

Moe Levinson, shoes, reported lia- 
bilities, $8,200; assets estimated, 
$1,500. Reported petitioned into 
bankruptcy. 

Charles Weinberg (868 East Tre- 
mont Avenue), shoes, reported meet- 
ing of creditors was scheduled. 

Harry Spiro (158 W. 125th 
Street), shoes, reported petitioned 
into bankruptcy. 

Jacob Glaser (1431 Wilkins Ave- 
nue), shoes, reported meeting of 
creditors was scheduled for April 22 
last. 

Utica, N. Y.—Dominick C. San- 
tucci (656 Bleecker Street), shoes, 
etc., reported petitioned into bank- 
ruptcy. 

WATERTOWN, N. Y.—Harry Kaplan 
(482 Factory Street), shoes, etc., 
reported petitioned into bankruptcy. 

CLEVELAND, OHIO—Charles Scha- 
‘berl, shoes, etc., reported petitioned 
into bankruptcy. ; 

INDIANA, PA.—Campbell & Elder, 
shoes, reported petitioned into bank- 
ruptcy. 

JOHNSTOWN, PA.—Sample Shoe 
Shop, Inc., shoes, reported assigned. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


‘ecorder Prrnseren OR LINE WANTED—Four ts rd f » 
R rates for space less than one-eighth insertion. Minimum amount accepted. creplve conte. “Por 


page per issue: other ‘‘Want’’ advertisements, seven > per word for each 


Bpace ltime 7times i18times 26 times 53 times insertion. Minimum amount accepted, $1. 


Ads under these headings will be received at > the Boston office gt the 
aS $5.00 $4.00 $3.50 $3.00 $2.50 Boot and Shoe Recorder up to noon on Monday of week of pub- 


lication date. a advertisers desire answers to come in care 





2 in...... 10.00 8.00 7.00 6.00 5.00 for address.” Whe ' Whee " advertisers desire replies forwarded direct to 
ree 15.00 12.00 10.50 9.00 7.50 - By 
St? :..: 20.00 16.00 14.00 12.00 10.00 ys = words to inch. Answers to ads must sent under 








Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Copy must be received at the Boot and Shoe Recorder, 207 South St., Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
































SALESMEN WANTED SALESMEN WANTED 





SALESMEN WANTED 




























A REAL OPPORTUNITY 
PENNSYLVANIA AND EASTERN OHIO 


A large manufacturer of a branded line of national recog- 
nition and acceptance has available the above territory for 
a man of proven ability. There is in this territory a large 
volume of established business and it offers to the right in- 
dividual a profitable and permanent position. 


Preference will be shown men who are familiar with this 
territory, but above all the man who is placed in this po- 
sition must have shown in his previous work ability of an 
unusual degree. 


ADDRESS C-96 
c/o Boot and Shoe Recorder, 207 South St., Boston, Mass. 


Members of our sales organization have been informed of this advertisement. 














WANTED—SALESMEN 

A St. Louis Manufacturer of Men’s Popular Price Dress Shoes (Welts) 
has the following territories open: 
No. 1—California 





SALESMEN WANTED 


To sell strong line Women's medi- 
um priced novelty shoes, carried 
in stock. Liberal commission basis. 
Excellent opportunity for right 
men. States wanted covered are 
Alabama, Arizona, Minnesota, Ne- 











No. 6—New York State 
No. 7—Rocky Mountain States 










No. 2—Minnesota és “ vada, Louisiana, Missouri, New 
No. 3—Nebraska and The Dakotas N°.&—#rizona, New Mexico and Mexico, Utah, Wyoming, So. Caro- 
No. 4—Iowa No. 9—Mississippi Wisconsin, Michigan, Kentucky, 
No. 5—Kansas No. 10—Chicago and District — 








Write Box C-85, Boot and Shoe 
Recorder Publishing Co., 207 South 
Street, Boston, Mass. 





Apply with references to C-S4, 
eare Boot and Shoe Recorder, 1627 Locust St., St. Louis, Mo. 
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SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 
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We have a very desirable territory open for a salesman covering 
the larger trade west of the Ohio River to Denver, including the 
Southwest. 


SPORT WELTS. NOVELTY McKAYS. 
Apply by letter giving references. 
KREIDER-CROSS SHOE CO., Lebanon, Pa. 


The salesman we want 


The salesman we want isn’t ac- 
customed to merely taking orders, 
but to study the interests of his 
customers and sell them shoes ac- 
cordingly. He is a man who com- 
mences by selling his firm and 
what it stands for to the customer 
before he shows him any shoes. 
He’s a man who recognizes the 
interests of the firm he is working 
for, and the merchants he is serv- 
ing, and that he will prosper 
accordingly as he serves both in- 
terests. He _ preferably knows 
Chicago and Middle West retailers 
of good shoes for men. We shall 
naturally expect him to be clean 
in his habits, industrious and hon- 
orable, and shall require references 
from his past connections. Also 
give salary or other compensation 
details expected. 


Address C-95, care Boot and Shoe 
_— 207 South St., Boston, 
ass. 





















SALESMAN WANTED 


Wanted Salesman with established 
trade in the South to sell line of 
women’s McKays and Welts from 
$2.25 to $2.75 to large Department 
Houses and Jobbers. Only one 
who can produce large volume of 
business need apply. 


Minnesota, Michigan, Colo- 
rado, Kansas, Washington, 
Oregon 


Territories are open. An unusual 
opportunity to connect with a 
progressive organization special- 
izing in women’s novelties, retailed 
from $4 to $6, carried on the floor 
in large quantities. High calibered 
salesman with established trade 
will find this a profitable connec- 
tion. Will consider applications 
from salesmen carrying non-con- 
flicting lines. Address C-105, care 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


SPRINGVALE SHOE CO. 
186 Lincoln St., Boston, Mass. 














SALESMEN WANTED 


Illinois, Kansas, Tennessee, Wisconsin, Detroit, Kansas City 


Experienced high grade salesman to represent Middle West Mfgr. of Ladies’ 
Novelty Shoes in each of the above territories. Wonderful values to retail 
at $5 and $6. Many In-Stock. We are interested only in high caliber sales- 
men who have demonstrated their ability to sell ladies’ shoes and can offer such 
men a real opportunity to make money. 


Address in Confidence C-104, care of Boot and Shoe Recorder, 189 W. Madison 
St., Chicago, III. 








WE WANT SALESMEN—PLUS! | 


For a worth while straight commission proposition. Those wanting a popular 
priced factory line of women’s novelties—selling to retailers for immediate 
delivery—write fully in first letter to save time. Address C-103, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 











peg pe ne for om. York. Bupalive. 
i i ildren’s fine turn and and Long Island. ast selling line of men’s 
Guise Gate =) aoe in west, middle dress and work shoes, Boys’ and Girls’ Welts 
west and southwest territory on a commission and McKays, Sandals and Infants’ shoes. 
basis. Ketner, Krater & Co., Orwigsburg, Pa. Stock proposition. Commission basis. Only 
¢ . men with following need apply. Dr. Lampert 
Shoe Co., 97 Reade St., New York City. 


SALESMEN WANTED—To sell the A. B. C. 





a: 





ALESMAN to carry a short line of 
S grade children’s shoes. Must be well-known 
to the trade and oa ae Sesouesty: 

i ies open. 
Please ys A -< information in_ first Children’s Turns and Stitch-downs. 100 styles 
letter. Straight commission basis. H. F. in stock. per cent straight commission only. 
Malott Shoe Co., Manufacturers, 1915 N. Want man with established trade. Others need 
Girard St., Chicago, Ill. not apply. J. S. Zulick & Co., Orwigsburg, Pa. 


NORTH Carolina, South Carolina, Georgia, 
Wisconsin, Michigan, Indiana. Side line 





RESIDENTIAL SALESMEN WANTED with 
established trade to carry an _ established 
line of Men’s and Boy’s welts and Misses’ and 
children’s McKay Stitchdowns. It is optional 
to carry the entire or part of line. Commis- 
sion basis. Address C-86, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








A BIG OPPORTUNITY 


Wanted—Energetic salesmen now handling 
shoe lines in all territories to demonstrate 
and sell Cahill Carton Service to retail 
and manufacturing trade. Compact sam- 
ple line, easy demonstration, g com- 
pensation. No conflict with any kind of 
shoes. Give reference and present con- 
nection. 


CAHILL CARTON COMPANY 
Hoffer Street, Harrisburg, Pa. 
“The carton that opens in the front.’’ 











FLORIDA, Georgia, North Carolina, South 
Carolina, Kansas, Iowa, Nebraska, Illinois, 
Indiana, Wisconsin, Michigan, Massachusetts, 
New York, Connecticut, Rhode Island, New 
Hampshire, Vermont, Maine. Above states 
open. Side Line Children’s Turn novelties, 
priced to sell. Straight 7 per cent commission 
only. Lines now ready. chuylkill Shoe Co., 
Orwigsburg, Pa. 





SALESMEN to carry a side line of fancy 
satin boudoir slippers. Stock proposition. 
Big money for right men. Write full partic- 
ulars in first letter. Address C-99, care Boot 
and Shoe Recorder, 239 W. 39th St., New 
York City. 





WANTED—Wide awake salesmen with estab- 
lished trade to sell our line of Boys’, 
Girls’, Women’s and Children’s popular-priced 
McKays and Flexible Welts in North Carolina, 
South Carolina, Kentucky, Tennessee, Alabama, 
Mississippi, Louisiana, Arkansas, Iowa, Miss- 
ouri, Southern Illinois, Wisconsin, Minnesota, 
Texas, Oklahoma, Kansas, Nebraska, North 
Dakota, South Dakota, Montana, Idaho, Wyom- 
ing, Colorado, Utah, Nevada, New Mexico, 
Arizona, California, Oregon, and Washington. 
A manufacturer’s in-stock proposition that goes 
big here in the East. iberal commission. 
Non-conflicting side-line or whole time. Give 
full information as to qualifications and ex- 
perience in your first letter. Lines now ready. 
A. W. Smith Shoe Company No. 111 Beach 
St., Boston, Mass. 








WANTED TO PURCHASE 


Witt buy four or five foot floor case for 
shoes and hosiery. Also glass window fix- 
tures at reasonable price. Address C-97, care 
Boot and Shoe Recorder, 207 South St., Boston, 





Mass. 
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BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 








FORT WAYNE, INDIANA 


Wants a Shoe Factory. Our survey shows we have labor and natural facilities for this kind 
of industry. We have some real inducements. Will be pleased to give details to anyone 
interested. Address, E. W. Puckett, Industrial Commissioner, 1208 First 
National Bank Bldg., Fort Wayne, Indiana. 











ATTENTION 
SHOE FACTORY WANTED 
IDEAL LOCATION 
PLENTY SKILLED AND 
UNSKILLED HELP 
CLARENCE G. SMITH 


MeSherrystown, 
dams Co., Penna. 














Choicest Locations 


I have the best openings out of the loop 
in Chicago, =| sy yeaa Choicest spot 

on Logan Blvd yt, ware, and am 
erecting the Scent buildi . i ioe 
Street. Apply ly to owner, N, 
212 8. arket St., aie” He 











er ar’ Leather Shoes never Crack, chip or 

after “CRACK-PROOF LEATHER 
LUSTRE” is applied. Distributor wanted to 
finance manufacture and sales for home use. 
Address Charles E. Coogan, 162 East 48th St., 
New York. 








LINE WANTED 


TURN LINE WANTED FOR FAR WEST- 
ERN TERRITORY. I cover the best re 
tail trade from Denver, West. I am detheyes 
of securing representation of a line of Brooklyn 
turn shoes for re territory on a com 
mission basis. I make four trips yearly from 
Denver, west to the Coast and can do a good 
business on a snappy line of Brogklyn one 
as I have an established contact Yr the best 
merchants in my territory. of references 
furnished and er For further particu- 
lars, address Box C-75, care Boot and Shoe 
Recorder, 207 South St, Boston, Mass. 








35 YEAR OLD Shoe executive, large southern 
city, retiring from retail business—wants 
good, strong line for the South, fully capable 
of handling high class line. Experienced in 
Men’s Women’s and Children’s shoes. College 
graduate and hustler. References furnished. 
What have you to offer? Address C-102, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED— Factory Eastern Line of Ladies’ 
fine McKays for Oklahoma. Price $3.50 
and up. Address C-101, care Boot and Shoe 
Recorder, 207 South St. Boston, Mass. 








POSITION WANTED 


Pee WANTED—Shoe Buyer. Open 

sition aoe lst. 15 years’ experience, 
all grades of shoes. Good style picker. Keeps 
stock down. Always on the job. Best refer- 
ences, 31 years old, married. E. K. Wesner, 
St. Cloud, Minn. 








SHOE Buyer, general a and expert 
Style picker. 35 years ol In the shoe 
business 16 years. A-1 sales and stock turn- 
over man. (Can handle help. Must be some- 
thing real and_ big, something with a kick in 
it. Address C-98, care Boot and Shoe Re- 
corder, 239 W. 39th St., New York, N. Y. 





FOR SALE 


FOR SALE—A profitable shoe business estab- 
lished fourteen years in Toledo, Ohio. Stock 
about twenty thousand. Will sell at a sacri- 
fice. Address C-88, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


FOR SALE—Grand Rapids mahogany shoe 
fixtures, used only two years. 15 section 
interchangeable center shelving for men’s or 
women’s shoes. 20 section wall shelving, to 
match. Ten panel ends, 12 mahogany tting 
chairs, stools, window fixtures, etc. Will take 
half price. Quitting business, immediate ac- 
tion necesar Wire for p&rticulars. Ray- 
McKinney, econd and Main, Pueblo, Colo. 











SHOE Store, retail, fastest growing San 
Francisco, California, district; clearing $300 
to $400 monthly; about $5,000 will buy; must 
sell account of other interests. Address owner, 
Room 228, Rialto Bldg., San Francisco, Calif. 


CASH PAID 


for entire shoe stocks or — A stocks 

of shoes or other merchan Any 

quantity. Prompt attention given. 

KIRSCH-BLACHER CO., Inc. 

622-624 Broadway, New York, N. 
Phone Spring 1443 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. ¥. 
Phone—Canal 6874 
WILL SLOW SELLERS } FOR 
SURPLUS STOCKS 
BUY { nied STOCKS CASH 
Bargains in o. shoes always on hand aad 











SALESMAN open for connection after May 
lst for factory line of men’s snappy dress 
shoes for New York City and vicinity on com- 
mission basis. Prefer line andy established. 
Address C-100, care Boot and Shoe Recorder, 
239 W. 39th St. New York City. 





FOR LEASE 








Attention, Chain Store Shoe 
Operators! 
department on pats Soe 
=e of about ky 


re Boot and 
Recorder, 189 Ww "Madison St., Chicago, 











OR SALE—Welt established shoe store, 


best location in East St. Louis, Ill., with or 
without stock, will sell fixtures and good will 
at a sacrifice. Owner has other business; quick 
action will get someone a bargain. ° 
Bloomer Shoe Co., Alton, IIL 


FOR SALE—Grand Rapids mahogany store 
fixtures, used two years, sufficient for store 
150 x 130 for men’s, women’s and children’s 
complete outfitting store, including dry goods 
and shoes. Men’s clothing, hat, trouser and 
furnishing goods cabinets. Women’s ready to 
wear, millinery, cabinets, mirrors, shoe 
cabinets and chairs. Window fixtures, awnings, 
show cases, counters, electric fixtures, alcove 
mirrors, etc. For sale in bulk or by the piece. 
Immediate action imperative. Write or wire 
for complete list. Ray McKinney, Second 
and Main, Pueblo, Colo. 


SHOE Store of long standing. One of the 
best medium sized towns in central New 
York. A very clean stock inventorying approx- 
imately $6,000. A real opportunity for live 
wire. Address C-106, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


FOR SALE—A nicely equipped men’s shoe 
store, with attractive windows, in a Vir- 
ginia city of approximately 200,000 population 
with trading population of about 300,000. 
Has been selling men’s shoes exclusively 
and has an established annual trade of 
$18,000. 100 per cent location for women’s 
shoes and a wonderful opportunity for an 
experienced merchant familiar with women’s 
shoes to acquire an established men’s business, 
and by adding women’s shoes should enjoy a 
profitable business right from the start. Will 
sell on an attractive basis to an experienced, 
successful shoe merchant with satisfactory ref- 
erences, who can finance the women’s depart- 
ment. Address C-107, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. tities 
ho object. Retail or whol ie. Short 
term a — off your hands. 
Wire us. 
confident nGhetablished 


MAX GLAUBERG 
mR bg J. Ag +, 
nishing goods, ete. Dry Dock 0353 











CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre- 
sentative to investigate and make 
offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 














MISCELLANEOUS 





BETTER WINDOW CARDS 
$3 a month 


RECORDER SHOW CARD SERVICE 


180 W. Madison St.-Chicago 


Frames Cards 








FOR RENT 


FOR RENT 








tails address 





You Can Rent This 


Office and Sales Room in the 
Heart of New York’s Shoe District 


An unusual opportunity to sell and display one entire line or 
two non-competing lines in a light, convenient location. For de- 


C-64, Care Boot and Shoe Recorder 


239 West 39th Street, New York, N. Y. 
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MISCELLANEOUS" 


MISCELLANEOUS 


MISCELLANEOUS 








New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 


Soofoofoofoofonforforfocfoofor]oo} 


Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 


Nolfeloleffoinininink 


Stock always on 
hand. Shipped 
anywhere. 


Prices: From 
$2.00 each up. 


Crown Motion Picture Supplies 
Now located at 729 7th Ave. 
3rd Floor, Room 310 
New York City - - - - - - N.Y. 











H-W shoe store 
seats add to ap- 
pearance — save 
floor space. 


Hey wood - -Wiikefield 


REG. U.S. PAT. OFF 


Baltimore, Maryland 
Boston 45, Mass. 
Buffalo, N. Y. 
Chicago, Illinois 


Kansas City, Mo. 
St. Leuis, Missouri 








BUCKLES. (NOVELTY MATERIALS 
BROCADES 


For the most 
Exclusive 
Custom 


GOLD and SILVER KID SHOES 
renewed by AIGLON SHOE OREA 


5 
8. APRILE—IMPO 
61 West 50th § - » York 














SWAT THE FLIES 


Your customer will appreciate this household NECES- 
SITY. There is always the stray fly to swat. Printing 
on both sides of handle. Send for descriptive circular 


and price of quantities. 


“Gain a Lap on Your Competitor” 


PRETTY SOUVENIR ADVERTISING COMPANY 


37 East 28th Street, 


New York City, N. Y. 


—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE CO. 
47 West 34th St., New York 


“Largest Importere 
Nowelty Leathers” 























Made Only of Wood 
for all lines 


IMMEDIATE 

SHIPMENTS 

Send for Catalog 
Onxen Ca 


Oscar Onn 
Tiw. FOURTH! $V. 
CINCINNAT?), ©, 


60 bos gl ene 
tures or 


BLISHED | 


Metal Shoe Fitting Stools 
and Floor 
Mirros 


Ne. 141 


Catetos THE CHICAGO 
WIRE CHAIR CO, 


621 N._La Salle Street, Chicage, Ill. 


Milbradt 
Ladders 


—| made for 40 years 
=| by the original in- 
“| ventors. 
Made in all styles 
to suit any shelving 
condition. 


Get our prices before 
placing your order 























Information for Shoe Merchants 














ATTRACTIVE 
SHOE CARTONS 


AND 


LABELS 


for the exclusive shoe trade 


PRICE-SERVICE-OUALITY 
THAT SATISFY 


HOE CART {SIVELY 
i? 6 BEL eer 
> LEXINGTON AVE 
BROORLYN AW.Y 
‘ J t< 
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MISCELLANEOUS 








WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 








IDEAL ROLLING 


























Shoe Carton 
La bels~ 

















John Kelly, Inc., Liquidates 
Business 


John Kelly, Inc., one of Roches- 
ter’s oldest women’s shoe factories, 
have decided to liquidate their busi- 
ness and retire from the manufac- 
turing of shoes. The Kelly business 
was founded in Auburr, New York, 
in 1871, and moved to Rochester in 
1874, occupying factory space at the 
corner of Water and Andrews 
Streets. 

Under the direction of John Kelly 
the business prospered and moved to 
a larger factory, corner of Mill and 
Andrews Streets, which the firm 
occupied until the death of John 
Kelly in 1898. In the same year the 
firm was incorporated as John Kelly, 
Inc., and in the following year again 
moved to a larger factory, this time 
in the Woodworth Building on State 
Street. 


MISCELLANEOUS 





Kenilworth 
+ A+ 


; Asheville 





























HOME» of HOSPITAL uy 


In‘ 











In 1911 this firm built a modern 
new factory building which they now 
cecupy. Letters to the trade, an- 
nouncing the liquidation, were 
mailed April 22. 


Bell Bros. to Open 
Second Factory 


BIDDEFORD, ME.—Bell Brothers 
Company, which began to manufac- 
ture style shoes under the name of 
Belgrade McKays about five months 
ago, is now planning to devote a 
second factory to this same type of 
footwear. The capacity of the pres- 
ent plant, now outgrown, is about 
1000 pairs per day. With the second 
plant, the production is expected to 
double. Machinery is now being in- 
stalled and active work will begin 
about June 1. The trade-marked 
output of both plants will be offered 
to the retail trade throughout the 
United States. 


Harry Rosen’s Mother Dead 


Harry Rosen, Chicago representa- 
tive of the McElroy-Sloan Shoe Com- 
pany of St. Louis, was hurriedly 
called to Iowa Friday, April 16, on 
account of the death of his mother. 
The funeral will be in Chicago on 
Monday, April 19. We _ bespeak 
sympathy of Mr. Rosen’s wide circle 
of friends in the trade in this sad 
bereavement. 


113 


Nov.-Dec. Dates Chosen for 


Southwestern Convention 


At a special meeting of South- 
western Shoe Retailers Association, 
called in St. Louis, Tuesday, April 
20, by President Arthur E. Ebbs, 
the board of directors voted to hold 
the third annual convention in St. 
Louis on Nov. 29 and 30 and Dec. 
1, 1926. After serious discussion, 
these dates were selected so as to 
avoid any conflict with the National 
Convention in Chicago in January. 
It was conceded that the lull follow- 
ing Thanksgiving Day business will 
afford retail shoe merchants an op- 
portunity of attending the conven- 
tion. After the conclusion of the 
Lusiness session, the directors were 
entertained by St. Louis shoe manu- 
facturers at Glen Echo country Club 
where retail shoe merchants proved 
their superior ability with a set of 
golf clubs. In the evening, a dinner 
was tendered the directors at Belle- 
rive Country Club. Wednesday, a 
noon luncheon was given the direc- 
tors at Missouri Athletic Club by a 
number of downtown retail shoe 
merchants, from where they were 
escorted to witness the opening base- 
ball game of the American League. 
Dinner in the evening concluded the 
proceedings. 

M. M. McCain, regional director 
of the National Shoe Retailers Asso- 
ciation for this district received the 
the following telegram from John 
J. Baird, President of the organiza- 
tion: 

“Dates selected for regional con- 
vention meet with approval of Na- 
tional Shoe Retailers Association. 
Anything we can do for you or any- 
way we can be of service to you, call 
on us.” 

The following directors attended 
the meeting: Reuben Stiefel, Mem- 
phis, Tenn.; A. J. Kempner, Little 
Rock, Ark.; Joseph W. Mullen, 
Moberly, Mo.; Oscar Poe, Little 
Rock, Ark.; Morris Ellis, Nashville, 
Tenn.; J. Matt Wood, Hannibal, Mo.; 
Otto Schultz, Jefferson City, Mo., 
and Arthur Ebbs, Chas. E. Williams 
and Geo. E. Gayou of St. Louis, Mo. 
M. M. McCain, representing the 
National Shoe Retailers Association, 
attended all meetings. 


Pope with Meade 


Oliver A. Pope has joined the 
sales force of the Meade Rubber Co. 
He is well known to the shoe trade 
of New England, having been con- 
nected with the industry for the last 
18 years. For many years, he was 
connected with Peters Mfg. Co. 
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ce Amencan Interlocking Shoe Store Chair; 





Illustrating 
No. 4001 

§-ply built-up back. 
Channeled — 
panels from solid 
——" wat 42 
pounds. Mahogany 
and Walnutfinish. 
Also white stock 
finished, any color, 
upholstered to 
order. 


Shoe Department Plymouth Clothing Co., St. Joseph, Missour; 


30% More Seating Capacity 
with Modern Shoe Store Chairs 


ROGRESSIVE shoe merchants will 

find a vital fact illustrated in the shoe 
department of the Plymouth Clothing Co., 
St. Joseph, Mo. Please note that the right 
side of the photograph pictures American 
Interlocking Shoe Store Chairs. On the 
left, just behind the radiator, you will see 


And More! 





the leg of an old-fashioned chair. And these 
are the facts: Where 20 old-fashioned chairs 
fill the space to the left—26 American 
Interlocking Shoe Store Chairs fill the same 
area to the right. 30% more seating capacity 
—room to handle 30% more customers, with 
American Interlocking Shoe Store Chairs. 


Free Booklet 





There are other advantages in the 
use of this modern shoe store equip- 
ment. Advantages which mean to you 
a finer store—a better grade of cus- 
tomer—a prestige that always comes 
to progressive, prosperous -looking 
stores,. For American Interlocking 
Shoe Store Chairs are more comfort- 
able for customers—and infinitely 
more attractive. 





These great 
features 


Greater seating capacity— 
chairs interlock. 

Greater comfort for your 
customers. 

Greater durability — these 
chairs are guaranteed 
against breakage. 

Greater economy in cost. 
15 years of experience to 
serve and assist you. 


a 








For 16 years we have madea specialty 
of Shoe Store Chairs. Have equipped 
leading stores from coast to coast. Our 
designers and draftsmen will suggest 
free of charge, and with no obligation 
on your part,an arrangement of chairs 
most suitable for your specific require- 
ment. Write us about this service— 
and ask for our frec illustrated book- 
let “The Shoe Store Beautiful.” 


American Seating Company 





1016 Lytton Building 


BRANCH OFFICES—NEW YORK, Room 601, 119 W. 40th St. 


Chicago, Illinois 


PHILADELPHIA, Room 703, 1211 Chestnut St. 


BOSTON, Room 302, 69 Canal St. 
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The Recorder’s Service experts have just completed the details for one of the most efficient and 
simple methods of Stock Record keeping ever developed. 

This new book will enable any merchant to keep accurate records of his stock at all times. Rec- 
ords that will make it possible for you to buy and sell better. 


The book will be printed on a cooperative basis in order that we may be able to keep the cost 
low as possible. In order to make the $4.00 price the first printing must be for not less than 400 





Check for $4.00 must accompany the order for the book and you have the Recorder’s assurance that 
should the necessary minimum not be reached within the next sixty days that your original check 


will be returned to you. 


Order today. The book is a loose leaf book with 
supply of sheets for the average store and a supply of inventory pads. 


a fine board cover and will contain a sufficient 


DELIVERY JUNE Ist 1926 


Boot and Shoe Recorder —-—PESTEEN SERVICE 


189 West Madison St. Room 607 CHICAGO, ILLINOIS 


When writing to advertisers please mention Boot AND SHoE RECORDER 
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Wanted Shades 


Black 
White 
Atmosphere 
Blonde 
Cedar 
No. 806 is a Pure Silk, French Nude 
23 inch boot style with ae mae 


7 inch elastic mercer- Gup Metal 
Maize 


ized lisle top and also ies Cis 
has fashion marks 4 Biscuit 
Dawn 


ply heel and toe as well Silver Grey 
Toast 


as double $9.00 Woodland Rose 


oa doz j Dove Grey 
‘ Parchment 


COOPER WELLS & Co. 
250 Broad Street, 
St. Joseph, Mich. 


MILLS at St. Joseph, Mich. 
and Albany, Alabama 
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the 


Not only toes and 
heels but ALL parts 
of Trufab hosiery 
are protected — the 
neglected area has 
been eliminated by 
exclusive 
Trufab process — 
Bi-S pinning. 














For Fall 














A Bi-Spun Trufab 
number for Fall, ready 


for 


immediate de- 
livery. 


The Invisibly Reinforced Hosiery for Men 
retailing from 35c. to $1.00 


HE Trufab distributors are 

ready with the Fall line of 
the new Bi-Spun numbers of 
Trufab Hosiery for men. 


Bi-Spinning, our exclusive pro- 
cess which invisibly reinforces 
without adding bulk, has cre- 
ated a new type of hosiery—and 
has attracted great attention in 
the trade, and among well 
dressed men the country over. 


Following our first national ad- 
vertising of Bi-Spun hosiery, a 
flood of letters came to the Mill 
from consumers in all parts of 
the United States and from 
many foreign countries, express- 
ing the public’s approval of this 
amazing new development. 


Merchants everywhere found a 
quick, active demand for the 
goods, and have featured them 


f 


as department leaders. For 
here, at last, isthe solution of 
one of the most serious hosiery 
problems — that of making 
smart, light-weight hosiery 
which will not wear out pre- 
maturely. 


Your nearest Trufab distribu- 
tor is ready to supply you with 
the full line of smart numbers— 
wool, silk, rayon, lisle and cot- 
ton, in various combinations, 
and in patterns and color har- 
monies carefully fitted into the 
coming styles for men. 


You can put the full weight of 
your good name behind the 
Trufab line. We guarantee it 
without reserve to you and to 
your customers. 


Write for the full story of the 
Trufab cooperative policy —a 
great profit-opportunity. 


Cimax Hosiery MILts 


Athens, Georgia 
New York Office: 366 Broadway 


Jrufab 


HOSIERY FOR MEN 


\ 





Trufab Distributors 


‘ALLENTOWN, PA. 


Bittner, Hunsicker & Co. 


ALTOONA, PA. 
Salmond Bros. 


ATLANTA, GA. 
A. M. Robinson Co. 


BOSTON, MASS. 
Hawley Folsom Co. 


CINCINNATI, OHIO 
The Reins & Meiss Co. 


DALLAS, TEXAS 


Higginbotham-Bailey, Logan Co. 


DENVER, COLO 


Isbell Kent Oakes Dry Goods Co, 


DETROIT, MICH. 
Burnham, Stoepel & Co. 


EASTOR. PA 
he F. X. Bixler Co. 


Wrwsicrtn Fa PA. 
M. Rochman & Co. 


HUNTINGTON, W. VA. 
O. L. Stanard Dry Goods Co. 


PHILADELPHIA, PA. 
Joel, Bailey, Davis Co. 

PITTSBURGH, PA. 
Arbuthnot-Stephenson Co. 


READING, PA. 
Titlow-Schuler Co. 


ST. PAUL, MINN. 
Finch, Van Slyck, McConville 


SALT LAKE CITY, UTAH 
Decker Patrick Co. 


SAN FRANCISCO, CAL. 
L. Dinkelspiel Co., Inc. 


SEATTLE, WASH. 
Western Dry Goods Co. 


SYRACUSE, N. Y. 
Syracuse Dry Goods Co. 


WICHITA, KAN. 
Johnston & Larimer 


YORK, PA. 
Simon Feder Co. 
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SPECIAL 


Centemeri 30 dozen plan saves 


you $49.50! 


Centemeri plans one big feature for your Hosiery Department, 
practically bringing the mills prices and advantages to you upon 
a basis that relieves the responsibilities of a heavy cash outlay 
and provides an excellent operating stock on a minimum invest- 
ment and at an actual saving of $49.50 on an investment of 
$397.50. 














We offer you in lots of 30 dozen each at $13.25 net per dozen, an 
assortment as listed below of supreme quality women’s full 
fashioned silk hose from our regular stocks—every pair stamped 
at the toe with the name CENTEMERI. Each assortment con- 
sists of :— 
Regular Price 
12 dozen C700—a medium weight service hose. .$13.75 
10 dozen C500—a fine gauge chiffon lisle top, silk 
foot 15.00 
8 dozen C600—a fine gauge chiffon silk to top.. 16.50 


30 doz. $447.00 


30 Dozen Special Price $397.50 


You may select your own size and color range. Black, White, 
Gunmetal, French Nude, Atmosphere, Parchment, Mauve Taupe, 
Grain, Moonlight, Dove Grey, Flesh, Sandalwood, Mauve, Sun- 
set, Airedale, Biscuit. 











Delivery at once. 


Minimum quantity, 30 dozen assorted styles as proportioned 
above. 








Any merchandise branded with the internationally famous name—Cente- 
meri—carries a promise of high quality which is borne out in the colorings 
and wearing qualities of our full fashioned hosiery. 


A Centemeri Hosiery Department will bring you the patronage of the well 
dressed woman. 


P. CENTEMERI & CO. 


334 Fourth Ave., New York 


Manufacturers of the famous Centemeri Gloves—Grenoble, France 


SPECIAL 
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One of a series of full page advertisements appearing 
in Ladies’ Home Journal, Woman’s Home Companion, 
McCall’s Magazine, Vogue and Harper’s Bazar. 








Gordon hosiery ~ smartly correct 


yet made to give unusual wear 


HADES that were vogue at Palm Beach this 

winter; shades that are vogue in New York 
right now; new shades from Paris—all these you 
will find in Gordon hosiery for Spring. 


In color Gordon hosiery will meet the requirements 
of the most discriminating women yet they are as 
durable as they are smart. Only the finest of silk, the 
purest of dyes and the greatest skill in manufacture 
enter into their making. 


They will give you a greater degree of service than 
you have ever enjoyed before. Our Style Service 
Department is constantly supplying each Gordon 
dealer with the latest style information. He will help 
you select the correct color combination for street, 
afternoon and evening wear. 


Ask your Gordon dealer for a copy of our Spring 
Style Book. Or we will furnish it on request. 


ordon 
HOSIERY 


BROWN DURRELL COMPANY, BOSTON, NEW YORK - GORDON HOSIERY - FOREST MILLS UNDERWEAR ~ GORDON UNDERWEAR 





na 
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~VERTICN. 


LINES FOR 


SLENDERNESS 


THE DOMINANT 
SELLING FEATURE OP 


“Onyx Pointex” 








2 














OMETHING more than a lux- 
urious silken covering for the 
ankle. Something more than a k 








beautifully knitted texture that 


is as flawless as a perfect gem. : 
store 


“Onyx Pointex” has the dis- fillin 
tinctive characteristic of making and 


ankles look their best. } vane 
tend 


The trim tapering lines at the in é 
back of the heel, like the vertical ome 
stripes of milady’s dress, create 
an ILLUSION of slender graceful- 
ness that presents the strongest 
kind of sales appeal to every pur- 
chaser of fine hosiery. 


It is this message that is being 





“Onyx Pointex’’ adver- 
tising will reach one of 
every two homes in the 
country during 1926 
through: 
Delineator 
Designer 


Woman’s Home 
Companion 


Ladies’ Home Journal 
Vogue 
Photoplay 
Saturday Evening Post 
Liberty 


Who would have 
ordinary ankles, like 
those above, when— 

“Onyx Pointex,”’ 

- shown at the left, can 
slenderize the same 
ankles so beautifully? 


carried into one of every two 
homes in the country by “Onyx” 
advertising in national maga- 
zines. 


“Onyx Pointex’’ is made in all the standard colors, 
Send for new catalog—Spring 1926 


18S5—‘‘Onyx Pointex’’me- 
dium weight, with lisle top 
and sole ,) 


255—‘‘Onyx Pointex” 


355-‘‘Onyx PointexShere- 


$12.50 silk’? wit Hate top and ($45.50 


lisle-lined sole 
350- ‘‘Onyx Pointex”’ serv- 
ice weight, allsilk .. . $21.00 


service weight, with lisle t $15.50 450-‘‘Onyx Pointex Shere- 


top and sole 


silk’’ chiffon weight, all silk 


“ONYX” HOSIERY Inc., Manufacturers 


1107 Broadway 


Chicago Philadelphia 
San Francisco 


New York 
Boston Buffalo 
Los Angeles 


“Onyx” ® Hosiery 
** Pointex”’ 


REG.U.S.PAT.OFF. 
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All-Silk Chiffon Hose to Be 


Summer’s Favorite 
By Camillus Phillips 





above knees encased in any- 





ESIDENT buyers, 
Re business it is to 
serve department 
stores and specialty shops, 


In a Nutshell 


thing but pure silk, of the 
best quality. 
So May and June 


filling their advance orders 
and supplying them with ad- 
vance information of style 
tendencies, are unanimous 
in anticipation of an im- 
mense demand for women’s 
hosiery from now on. 

It is likewise agreed that 
neither the pre-Easter nor 
the post-Easter sales volume 
of hosiery was up to expec- 
tations. This was no fault 
of the hosiery. All ready- 
to-wear, from coats’ to 
undergarments, proved a 
harsh disappointment to re- 
tail merchants everywhere. 
Winter’s enduring chil] 
paralyzed retailing through- 
out the spring. It was not 
until near-summer tempera- 
tures supervened suddenly 
during the week of April 18 


Resident buyers in New York City con- 
fidently predict record business in wom- 
en’s hosiery from now on _ throughout 
most of the country. 

They confirm earlier predictions that 
the favorite type this summer, because of 
shortened skirts, will be the all-silk 
hosiery or, at least, the hose with long 
silk boot, 22 inches being the shortest ac- 
ceptable boot length. 

More chiffon hosiery will be worn this 
summer than last. Buyers making com- 
mitments for medium-grade stores report 
fifty-fifty chiffon and service weights. 
Higher grade stores are preparing to 
serve a demand which they feel may 
reach 75 per cent of their volume. 

The retail shoe merchant’s best bet, re- 
gardless of what the advertised color 
range may be, is to buy most heavily of 
the hosiery colors which match his shoes. 
Other wanted shades should not be ig- 
nored, but subordinated. 


hosiery, besides being 
all silk, or all but all- 
silk, is also full fash- 
ioned and thoroughly 
well made. Retail prices 
of $1.65, $1.95 and up to 
$2.25 are generally an- 
ticipated, with no kick 
whatever coming from 
women hitherto ac- 
customed to spend no 
more than $1.35 for 
their regular hosiery 
wear. 

Nevertheless, some astute 
resident buyers — notably 
those serving department 
stores in smaller towns — 
propose to keep an anchor to 
windward for the large con- 
tingent of very poor girls 
and women whose resources 
cannot possibly reach up to 
these higher price levels. 


that consumer activity made 





They have been scouring the 





itself felt; and then it was 
so late for spring buying as 
to be almost time for regular summer 
merchandise. Hosiery has_ shared 
the common lot of ready-to-wear, 
with the result that women of all 
classes, poorly supplied with hose by 
reason of their postponement of 
spring buying, are prepared to make 
their purchases of summer hosiery 
as early as May and, in view of the 
extremely short skirts decreed by 
fashion for the season, to pay un- 
usually high prices for stockings that 
shall be as impeccable as they are 


discernible—which will be more than 


we have been accustomed to seeing. 

Few, if any of the resident buyers 
report department store or specialty 
shop demand for May and June de- 
liveries of lisle-top hosiery. Those 
whose client stores do call for some 
small quantities of lisle-top mer- 
chandise state that the shortest boot 
acceptable is 22 inches. All silk, 
silk-to-the-welt and 24-inch boot 
lengths rule almost universally. That 
girl is a heroine of hosiery now who 
contemplates risking breezes ready 
to raise brief, light-textured skirts 


market in New York for ir- 
regulars of the allsilk lines, which 
bring from $8.50 to $10.50 per dozen 
wholesale and can be retailed profit- 
ably at $1 and $1.25 per pair. For 
the time being, the average shoe 
merchant—unless he happens to have 
a wide-awake jobber for a friend— 
will find it difficult to secure such 
merchandise. It is short in supply 
and is being snapped up by resident 
buyers for bargain sale purposes. 
But the demand for superior, all 
silk, full fashioned goods is grow- 
ing so rapidly, and the mills are 
Boot and Shoe Recorder 
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Hosiery department in the store of Hofheimer Bros. Co., Norfolk, Va. 
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One of the most complete hosiery 


departments in one of the most complete shoe stores south of the Mason and Dizon line. 


producing in such volume, that early 
May should find the irregulars of 
these lines available in fairly ade- 
quate supply. 


HE retail shoe merchant who 

may have a patronage likely to 
stick fast at the $1 and $1.25 price 
level can afford to consider irregulars 
only, not defectives, because even 
such a class of customers, this season, 
will insist on appearances, whatever 
it may condone in the way of unseen 
shortcomings. The irregularities 
common to superior hosiery, and 
usually forgiven by prospective 
wearers, include faults in weave of 
foot and top and some divagations 
of seam in the boot. Conspicuous 
seam irregularities, however, should 
bar from the shoe store’s hosiery sec- 
tion any merchandise, no matter how 
superior the line in which it ap- 
pears. Women this summer will be 
more conscious of their legs than 
their faces—and that will be going 
some, even for all-silk hosiery. 

It promises to be a chiffon 
summer, which is rank heresy 
to the minds of hosiery buyers 
trained in the tradition that 
women can’t, and won't wear 
light, transparent hosiery when 
summer temperatures bring 
out perspiration on the leg. 

Well, in the sober, weighed 
opinion of most resident buyers as 
based on orders on hand for May 
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and June delivery, the women of 
these United States, this summer, 
are going to do just what they 
couldn’t, and wouldn’t do in former 
summers. Again the short skirt, of 
course. 

Some few, who serve stores of the 
middle and cheaper classes, quote 
chiffons and service weights as being 
taken fifty-fifty; others, supplying 
big city stores and specialty shops, 
allot the sheer goods 75 per cent, 
with several insistent that service 
weights will not have so much as 
a look-in on high class hosiery de- 
mand. 

Except, no doubt, in white silks, 
which bid fair to fulfill the high 
hopes held for them, May should 
mark the début of sports costumes, 
with white silk hosiery as their ac- 
companiment. Here, as was observed 
in these pages last month, the em- 
barrassing factor of leg hair figures 
with excruciating prominence. So 
what can the poor girl do? Nothing, 
as she and a good many retailers 
imagine for the present, except don 
service-weight whites. But the all- 
seeing eye of the _ enterprising 
hosiery manufacturer has observed 
her hirsute plight and there are to 
be had now several lines of semi- 
service chiffons, in white silk, made 
in 8 and 9-strand fabrics, which pro- 
vide the requisite camouflage and yet 
give the effect of sheerness. This 
innovation in white silk hosiery is 


offered at prices permitting of profit- 
able $2 and $2.50 retailers, and 
hosiery sections that can secure any- 
thing like a supply of them may con- 
sider themselves fortunate. 


HE colors for May and the regu- 

lar summer months are set to be 
as light as possible with grays, 
nudes and blonds leading the van. 
There has been a tendency all along 
among retail shoe merchants to 
suffer from an inferiority complex 
when it comes to appraising hosiery 
color values. It originated in 
hosiery’s classification as an ac- 
cessory to ready-to-wear, with con- 
sequent postulation of the dress as 
the factor determining hosiery 
shades. 

To an appreciable extent, but not 
to the final extent, the influence of 
dress color continues to make itself 
felt. But shoe store salesmanship 
has been so aggressive, over so long 
a period, that now shoe color wields 
a power over hosiery selection that 
is quite well defined. This transfer 
of color influence has been raised 
to unusual levels by the season’s ab- 
breviation of the skirt, because the 
shorter the skirt the more obvious 
the shoe. 

Every inch taken off the 
skirt length has enhanced the 
wearer’s need for matching her 
hose to her shoes, instead of to 
her dress. 
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While it happens that all the in- 
dustries concerned with the delight- 
ful office of making woman’s 1926 
attire a harmonious symphony. 
uniformly entrancing to the eye, with 
shoe shades conforming to the 
standard color card, feminine pref- 
erence has already pitched upon cer- 
tain shoe colors as being especially 
admirable. Two leaders are gray 
and parchment. 

The shoe merchant, therefore, who 
yields his allegiance blindly to the 
color range approved by department 
store buyers is in the way of 
knuckling under too readily. His 
own shoe trade, in its color pref- 
erences, should receive very careful 
consideration when it comes to 
stocking hosiery. His best bet for 
the sale of hosiery lies in matching 
it to the shoes he sells, irrespective 
of the color range advocated by his 
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department store and specialty shop 
competitors. They are simply sell- 
ing hosiery, without any particular 
regard for shoe colors. He, on the 
other hand, is selling hosiery with 
most particular regard for shoe 
colors. His shoe situation does not 
deny him the opportunity to stock 
such hosiery shades as may be in 
general demand; but it does behoove 
him to have in readiness the moon- 
light, the opals and the doves that 
match his gray shoes, plus the 
various delicate tints that go well 
with his popular parchments, besides 
installing white silks at once in an- 
ticipation of the call for white shoes. 

Another woman’s hosiery hint: 
Thus far, demand for women’s golf 
hose has been less than quiet. This 
is explicable on the score of the be- 
lated warm weather, and may or may 
not premise small volume for 
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women’s golf nose later, when out- 
door activities engage the young and 
the want-to-stay-young. 

But certain resident buyers in 
New York have had, during 
April, calls for men’s golf hose 
of light weight woolens, in the 
smaller sizes, to retail at $2.50 
and upward. Insomuch as all 
of these orders have come from 
stores specializing in women’s 
wear only, the inference is that 
there is a widespread tendency 
among fashionable women to 
adopt men’s golf hose this sum- 
mer as the hallmark of their 
social distinction. 

It is, of course, only another 
manifestation of the feminine am- 
bition to look as masculine as possi- 
ble, combined with the familiar 
womanly yearning to get the jump 
on her suffering sisters. 


Demand for Fancies Unchanged 


HIS summer, looking at it from 

a style angle, will be a season of 
novelties in men’s hosiery, compris- 
ing mixtures of silk and cotton, silk 
and rayon, pure silk, and light 
weight lisle in stores and shops de- 
voted to trade of the better class. 
The quarrel between loud and con- 
servative patterns will be staged 
here with the utmost violence. 
A set policy to handle one 
or the other is_ futile 
because the men who can 
afford to buy expensive socks 
include individuals who are 
prone to loudness as_ well 
as those whose taste is nor- 
mally conservative. Probably 
the safe course for the pres- 
ent, at least, is to stock and 
display some of both kinds, 
in about the same ratio as 
your stocks of conservative 
and “modish” shoes. The only 
discrimination advisable 
would be to choose moderately 
rather than excessively sub- 
dued patterns from among 
the conservative group, and 
to go the limit in making up 
the stock of vociferous pat- 
terns. 

In stores selling less 
expensive hosiery for 
men, the summer retail- 
ers will be lisles and 
rayon-plated mercerized 
for 50 cents; fancies in 
rayon-silk mixtures and 
pure silk for 69 cents 


and $1; and full fashioned 
silks and silk and lisle twists 
and mixtures for $1.50. 


Men’s golf hose looks like a record 
season. Patterns include striking 
designs in diamonds, plaids, checks 
and handsome heathers, with tops 
that are plain as well as fancy. 


a 


New fancy imported woven lisle patterns 
shown by Alex Lee Wallau 


Wearers aiming to present a dis- 
tinctly fashionable appearance will 
adhere to the wools, paying as little 
as $1.50 for the look of it if they 
can’t spend more, and going up to 
$10 wherever they can. Stores and 
shops catering to less particular 
patronage are calling for men’s golf 
hose in lisle to retail at $1; in wool 
facings over lisle, to retail at 
$1.95; and in wool on which 
the highest retail price runs 
to $2.95. A number of man- 
ufacturers, previsioning this 
season’s big popular demand 
for sports wear of all kinds, 
have produced lisle golf hose 
$1 retailers which embody 
really exceptional value, as 
such lisles go. 

The shoe store having a 
trade that falls within these 
price ranges should make un- 
qualified choice of the most 
bizarre patterns. Very few 
customers will appear for 
cheap golf hose who will in- 
sist on keeping their calves 
under a cloud of any sort— 
unless its dullness happens 
to be relieved by a few 
flashes of lightning in the 
way of color relief, the more 
zig-zag the better. 

Boys’ . golf hose for the 
season runs to cottons in 50- 
cent and $1 retailers, with 
fancy bodies and tops, al! 
quite meritorious as_ to 
quality. 
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Small Space Can Sell Large 


Hosiery Volume 


Successful Stores Find 5 Per Cent About Right 


SURVEY of more than 1000 
A retail shoe advertisements, 

clipped from daily papers in 
all parts of the United States, shows 
that of all the space used by shoe 
stores, approximately 5 per cent is 
devoted to hosiery. At intervals we 
see .the entire advertisement devoted 
to hosiery, but this is infrequent and 
results from a desire on the part of 
the merchant to introduce his newly 
established department or to move 
style merchandise which is somewhat 
out of date. 

While, in merchandising, the ma- 
jority is not always right, it is signi- 
ficant to note that the vast majority 
of advertisements scanned were in- 
serted by those who have made not- 
able successes of their hosiery busi- 


——Byins—— 


" OSTEA ' 


$15 


Sauterne Kid 
---fashions this 
Smart New Strap 
Slipper 


A most pleasing shade is “Sau- 


terne” . | harmonizes beau- 
tifully with the new spring 
frock colorings. “Ostea” just 
arrived is truly smart with its 
darker brown trim, 

graceful heels, and high arches 


Also Shown in 
Patent with Cream Kid Trim. 


SHEER CHIFFON HOSIERY 
TO HARMONIZE 


| 
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ness. it is, therefore, fair to assume 
that this 5 per cent average can be 
considered about the correct amount 
of space to be used in pushing hos- 
iery in the retail shoe store. 

We all know the story of the man 
who said: 

“All generalities are untrue, in- 
cluding this one.” 

Consequently, in apportioning his 
advertising budget, the retail mer- 
chant will want to take into consid- 
eration many more factors than the 
5 per cent average quoted above. 

He will want to figure on the 
amount of possible competition—de- 
partment store, specialty shop and 
brother shoe merchant. He must 
take into consideration the age of 
his hosiery department, and whether 
it is firmly established or needs extra 
effort to get into working shape. He 
will want to review the volume done 
last year and the cost of getting 
what he hopes to do in the year 
under discussion. In fact, the ad- 
vertising problem of the hosiery de- 
partment, insofar as the advertising 
appropriation is concerned, differs in 
no way from that of his institution 
as a whole. 


HE major difference crops up 

when the question of what to 
say about hosiery in the advertising 
comes up for attention. 


Here again the survey shows 
that the most successful stores 
—successful, we mean, from 
the viewpoint of their hosiery 
business, usually urge the suit- 
ability of their hosiery for the 
shoes which they also are of- 
fering. They do not stress 
merely the fact that they have 
good hosiery of silk or of lisle, 
but that the hosiery which cus- 
tomers will find in these stores 
is hosiery which they will need 
to go with the shoes which the 
store has for sale. 

This may seem rather a minor dis- 
tinction to make but, as a matter of 
fact, it is extremely important, par- 
ticularly this season when the rela- 
tionship in color between shoes and 
hosiery is far closer than it has been 


in the past, when black shoes and 
almost any light colored hose were 
considered the correct combination. 

This is not an invariable practice. 
In fact some of the advertisements 
chosen to illustrate this article make 
no mention of the connection be- 
tween shoes and hose in point of 
color harmony. In these exceptional 
cases, however, the hosiery depart- 
ments of the stores in question have 
been long enough established so that 
there is no need of stressing the 
obvious. 

Take the Swope Shoe Company ad- 
vertisement, for instance. This is 
one of the exceptions and yet the ty- 
pography itself suggests the connec- 
tion between the two. Both head- 
lines, the one dealing with shoes and 
that dealing with hose, are in the 











REPTILIAN FOOTWEAR 


Eve was the first woman to appreciate the 
snake. 


This Spring her Parisian and American 
daughters are beautifying their feet with 
shoes of snake leather. 


We present a number of new models de- 
veloped in reptilian leathers; Cobra, Gray 
and Burgundy Snake and Gray and Tan 
Lizard. 

The Oxford illustrated—g very fashion- 
able style for Spring—is shown in Cobra 
or Burgundy Snake, $18. 





Sheer Silk Stockings, $5.50 
This very beautiful Stocking has arrived 
in the new Spring shades—including grays. 


They are the sheerest and most luxurious 
it is possible to offer. 





Children’s Branch 


MARYLAND AT EUCLID 








over 


$1.4! 
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same kind of outline type. Sensing 
some particularly strong interest in 
gray hosiery, the company’s adver- 
tising Man announced its presence 
in the store stock very cleverly. He 
did not use all the names of the va- 
rious colors, just: “ ... in the new 
spring shades, including grays.” 

Blunter and to the point is the ad- 
vertisement of Blumenthal’s Shoe 
Store in which, after talking shoes, 
the advertising man inserted this 
eye-catching postcript: ‘Newest 
shades of hosiery to match, $1.00 to 
$1.45.” 

The Byrn’s Boot Shop message is 
even shorter: “Sheer chiffon hosiery 
to harmonize.” But please note that 
this brief notice to customers, by 
reason of having been set in bold 
face type, dominates the bottom half 
of the small space ad. In the adver- 
tisement of the Royal Shoe Stores, 
Inc., the very small section devoted 
to hosiery is nevertheless given dis- 
tinction by being set off by itself 
with a wavy type rule around it. 
Printers call “this arrangement a 
“box.” 

This same idea, changed about a 
bit, pops up again in the Hausman 
advertisement. The mesage is boxe 
with a perfectly plain rule around 
it and minor emphasis is placed on 
the three-pair offer at a reduction 
over the regular price per pair of 
$1.45. 


But the big point to be kept 
in mind is to keep alive in 


What’s’ What in 
New Footwear! 


PRING at last — and what a 

2 wonderful selection is, offered 

milady’in the new presentation! 

Pumps, straps and oxfords in every 

desirable style, leather and color. 

We point particularly to two inter~ 
esting groups at— 


$5.00 -- $6.00 


Newest Shades of Hosiery 
to Match 


$1.00 to $1.45 
Blumenthal’s Shoe Store 


205 Broughton, West 
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every way that association of 
ideas between shoes and hos- 
iery—and, more than that, to 
keep ever dinning into the con- 
sciousness of the public that 
YOUR shoes and YOUR hose 
go together; that they were 
bought to complement one an- 
other; that, together, they are 
in good taste. 


Various happy phrases crop up in 
hosiery shoe store advertising. Their 
reproduction, in the paragraphs 
which follow may be of some service 


HAUSMAN’S 


ys 


SMART SHOES 


For the women who express a prefer- 
ence for flat heels this Step-in Pump 
has first-call. It features ; 

—Narrow heel, to prevent slipping up 
and down; 

—Graceful lip tongue adds chic to its 
lines and prevents gaping at the 
sides ; 

—Fine quality materials, skilled hand- 
turned construction. 





Full Fashioned | OUR PRICE 


Silk, Hosiery F v4 


All Shades 
Blonde Kid Gray Kid 


1.45 
3 Pair $4 Patent Colt Black Satin 


to readers in preparing copy for 
their local printer. Here are a few: 

“Beautiful chiffon hosiery, silk 
from top to toe in all the newest 
Spring time shades, $2.00.” Napier’s 
Booterie, Nicollet Avenue, Minneap- 
olis, Minn. x oe 

“Hosiery in harmonizing shades.” 
Chandler Boot Shops, Whitehall, cor- 
ner Alabama, Atlanta, Ga. 

* * * 

“Match it with a new Spring shade 
in Stone’s beautiful hose, $1.95 pair; 
2 pairs for $3.50; 3 pairs for $4.95.” 
Stone Shoe Co., Cleveland, Ohio. 

* * * 

“Fashioned silk hose in all the de- 
lightful spring shades. Featured at 
99c.” Daniels, 15 and 17 Fifth Street, 
West, Cincinnati, . Ohio. 

* * * 

“Hosiery, too.” J. H. Hill Shoe 
Co., 1136 Market Street, Wheeling, 
W. Va. * * * 

“Exquisite chiffon hosiery. Silk 


from top to toe. Spring colorings. 
_$1.95; box of three pair, $5.50.” I. 


Footw 


trich Leather 


Tate Above 
All in Style 


-. The“ Spire” 
le Patent Only, Three-lnch Heel. 


Miller Stores, Inc., 41 East Ave., 
Rochester, N. Y. 
* * * 

“Chiffons. All silk in the new 
blond will complete the ensemble, 
at $1.75; three pairs, $4.95.” Ster- 

ling, Buffalo, N. Y. 

“Hosiery suggestion: For this 
shoe choose an all silk chiffon, $1.75; 
three pairs, $4.95.” Sterling, 215 
Main Street, East, Rochester, N. Y. 

* *% * 


“Hosiery in all the new Spring 
shades to match the spring fashion 
note.” Hanan & Son, 157-159 Geary 
Street, San Francisco, Cal. 

“Hosiery for every shoe.” Mead- 
ors, 408 Union Street, Nashville, 
Tenn. * * 

“Hosiery to match.” Cook’s, Inc., 
12 Fagan Arcade, West Palm Beach, 
Fla. 

“New shade of silk for slender 
ankles! Newest spring shades are 
here in I. Miller’s lovely hosiery de- 
signed to smarten up the costume. 
Well fitted to slender ankles they 
harmonize with the newest colorful 
spring slippers. In every sheer or 
heavier weight of silk we show them 
exclusively in this shop.” Pesse- 
miers Bootery, 927 Broadway, Ta- 
coma, Wash. 

[CONTINUED ON PAGE 141] 
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An event of unusual interest was staged recently in the shoe department of the Edward Malley Co., of 
New Haven. Parading behind an artistic partition which exposed them only from their knees down, living 
models shown on the runway a beautifully varied assortment of shoes and hose for every occasion. As an added 

attraction Miss Hilda Rau, stylist of Robert H. Foerderer, Inc., gave an interesting style talk. 


$20,000 in 1924—And $40,000 


EVIEWING 
the history 
of the _ hosiery 
business of the 
Cinderella Boot 
Shop, Wichita 
Falls, brings to 
mind an Arabian 
Nights story. In 
“The Thief of 
Bagdad,” three 
princes laid claim 
to saving the life 
of the princess, 
for it was through 
the crystal that 
they saw that she was stricken, the 
magic carpet brought them to the 
scene and the apple revived her. 
It was the magic chest, however, 
brought by the hero, that saved the 
city, the princess and her lover. 

To be brief, was it the advertising 
policy of Joseph Max, the salesman- 
ship of Mrs. Z. W. Henderson, or the 
window trimming work which was 
responsible for the remarkable show- 
ing, or was it “The Magic Chest” of 
Harry Katz, proprietor? 

In 1924 there was $20,000 worth 
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This is Mrs. Z. W. 
Henderson,  ho- 
siery department 
manager for Mr. 


Katz 


in 1925 


of stockings sold over the 12-ft. show 
cases of the Cinderella Shop by one 
girl. The following year the sales 
were $40,000. This year the aim is 
$60,000, with every indication not 
only of making, but of passing, the 
goal. 

The development of hosiery sell- 
ing in his stores was thus explained 
by Mr: Katz: 


‘¢EN the beginning the hosiery busi- 

ness was just considered as a 
customer convenience proposition, 
not as an item for profit. Two years 
ago we had a conglomeration of vari- 
ous lines with not enough business 
to shake a stick at. In fact, we were 
losing money and customers. Two 
ways were open to us, either to wash 
our hands of it and admit that we 
were licked or to give it the same 
merchandising care as our shoe 
stock. The satisfactory business has 
proved that we were right in adopt- 
ing the latter course. 

“The first thing we did was to 
concentrate our buying, a policy we 
have rigidly adhered to ever since, 
in spite of many flattering consign- 


ment propositions. Secondly, we con- 
sistently advertise stockings. The 
big volume is done on the Allen A 
line, that retails for $1.95, so we 
shoot a weekly 10-in. three column 
“ad,” stressing the good wearing 
qualities of that stocking, then later 
in the week comes the “ad” telling 
about the $2.50 grade, in which the 
beauty idea is brought out strongly. 

“Only four special sales a year are 
run in this department, which are 
two more than the shoe stock re- 
quires. We have never had a sale in 
which stockings were sold at cost or 
below, that is, in the past two years 
since we commenced to merchandise 
them properly. There is scarcely a 
day that the windows are not 
changed to harmonize with the daily 
newspaper copy. 

“In January our sales were 100 
per cent greater than the year pre- 
vious, yet there was nothing done 
this year that was not done the year 
before. Frankly, I believe the real 
reason for this increase is twofold: 
the benefit of the accumulated adver- 
tising coupled with the fact that, in 
both copy and sales talk to our cus- 
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Dollars are easy to get 


an, If you held up a pair of the new Arrow- 
7 \ head “Minnehaha” and asked for bids, your 
S 


customers would say two dollars, perhaps 


a dollar and a 


half, but never would they 


have the courage to suggest a mere $1.00. 


Yet that’s the 


price! It is made to com- 


pare with the 42 gauge full fashioned stock- 
ings and to give women a chance to supply 
themselves with a quantity of fine silk 
stockings in a variety of colors without 
straining their purses. 


Read the description of this startling dollar- 


stocking: 


Write or Wire the 
Stock-House Nearest 


ou. 


New York, 
30 W. 24th St. 
Chicago, 


230 


S. Wells St. 


Portland, Ore., 


246 


Stark St. 


Chattanooga, Tenn. 
Dallas, Tex., \ 
Santa Fe Bldg. \\\ 


49 Geary St. 


San Francisco, \ 


Order 
need 


only as you 


stock. Make 


your store known as 
the place to get more 
tor hosiery-dollars. 


Mise Gertrude MeDonala 
in “‘Tip-Toes”’ 


Very fine gauge, 260 needle, 
pure Japan silk plaited over 
Rayon. Sizes & to 10%. 
Outsizes 8% to 11. 


A full line of colors sponsored by 
the Textile Color Card Associa- 
tion, including Mauve, Bluette, 
Woodland Rose, Seaspray, Rose 
Marie, Atmosphere, Nude, Cham- 
pagne, Sunset, Peach, French 
Nude, Blush, Grain, Bran, Biscuit, 
Moonlight, Dcve Grey, Shadow, 
Mauve Taupe sandalwood. 


Use This 2-!-Hour Service 


Now you need keep reserve 
stock only for twenty - four 
hours. Keepy down your invest- 
ment. Turn your stock more 
quickly Make more money 
We have established _ stock- 
houses in various parts of the 
country, conveniently situated, 
so that we can guarantee 24 
hour service on any color, any 
size, any quantity. 


Richmond 
Hosiery Mills 


Chattanooga, Tenn. 


New York Chicago Portland, Oregon 
Dallas, Texas San Francisco 


ANKLE CLINGING HOSIERY 
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Week 


2 


ond, 


Week| "Week| “Week 


S™Yleek| Total sold 


BAL. ON 
HAND 


MEMO. | 

















The two charts shown 
here record stock condition 
by styles and sales by sizes 
and weeks. 
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1st 
Week 











tomers, we have been ham- 
mering home the idea of 
buying more than one pair 
at a time.. Of course, these 
increases would not have 
been made if we had not 
been able to sustain custom- 
er confidence by giving them 
the proper merchandise. 

“A study of the buying 
methods of our customers 
showed us that they would 
buy two pairs of stockings at 
a time oftener than they 
would buy three or more 
pairs, so we just concentrat- 
ed on selling them the idea of 
the benefit and economy that 


comes from buying two pairs . 


at once. Being along the lines 
of the least resistance, it 
brought far greater returns 
than we anticipated. The 
hosiery business has taken 
on a different aspect since 
we have gone into it right. 
It is a real business builder 
and a real profit maker.” 


PERPETUAL inventory 
EA. is kept for the double 
purpose of finding out just 
what sizes and kinds sell 
best, also in order to keep 
good selling numbers always 
on the way. (See chart.) 

To round out the story 
Mrs. Zeela Waltz Henderson 
was prevailed upon to tell 
how she carried out Mr. 
Katz’s selling policies. 

“The power of suggestion, 
to my mind, is the greatest 


thing about selling. Of 


course, it is necessary to get 
and hold the customer’s con- 
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A typical hosiery window 


Boot Shop. 

















in the Cinderella 








Se ion ae oe 


fidence. I find a good way is 
to explain fully the different 
textures to those women 
who have the inclination to 
listen, then to follow this up 
with a good sales talk rela- 
tive to the advisability of 
having several weights and 
kinds of stockings on hand 
for the daily needs. What I 
am trying to accomplish, is 
to counteract the habit of 
wearing one grade morning, 
noon and night. 


66 Y asking ‘Do you wish 
these hose for street 
or dress?’ I raise a question 
in the customer’s mind. Then 
by deftly intimating that 
most well-costumed women 
have in their wardrobes sev- 
eral pairs of the dark col- 
ored heavier weights for 
morning wear, lighter sheer- 
er ones for afternoon and 
some pastel shades for eve- 
ning wear, an appeal is made 
to their vanity that is hard 
to resist. This can be done 
without arousing any ani- 
mosity if the thought is im- 
planted that we know they 
are aware of the necessity 
of having the varied assort- 
ment, but are only suggesting 
it in a matter of fact way. 
“Double sales are made 
easily by asking if one does 
not find that chiffon hose 
tears easily, then by imme- 
diately following this up, 
saying, ‘Don’t you find it 
more conservative and eco- 
nomical to buy two pairs at 
once?’ There is only one 
answer to that question. 
“Helping women solve 
their hose problems is the 
best way to gain their con- 
fidence. I find it best to 



















Boot and Shoe Recorder HOSIERY SECTION 





mart English Derby Ribs 


for Boys—50c 
for Men—65c 


Read how we assure you of a complete stock 
with a small investment by guaranteeing 24- 
hour delivery service. 

The vogue for English Derby Ribs is here. 
Men and boys are wearing the smart styles 
that make the genuine English Derby Rib so 
popular. 

We are headquarters for English Derby Ribs, 
being the largest producers of this type of 
goods in the country. We specialize in Chil- 
dren’s hosiery. Don’t confuse the genuine 
with the imitation, which is merely a drop- 
stitch and has neither the neat fit nor the 
wearing qualities of the genuine English Derby 
Rib. 

Probably one of the most popular numbers is 
No. 450—a new type of golf hose, made for 
men and boys, on the English Derby Rib ma- 
chine, ribbed to the toe. It’s an extra heavy 
service stocking with beautiful fancy roll-top. 
Colors, Black and White, Cordovan and White, 
Grey and White, Camel and White. Boys’ 
sizes 7 to 10. Men’s sizes, 10 to 12. Six pairs 
to the box. 

Our 24-Hour Service Helps You to Turn Your 
Stock Quickly and Make a Great Deal of Money 
with a Small Investment. 

We maintain six warehouses in strategic locations 
so that you can send your order to the nearest and 
have the goods delivered to you in 24 hours. No 
need for large stocks. Order as you need the goods. 
This is the greatest service any hosiery manufacturer 
ever installed for the benefit of hosiery retailers. 
Use it. 

Wire or Write the Nearest Stock-House. 





New York, Chattanooga, Tenn. 
Chicago, _— F. BI 
230 S. Wells St. ata Fe Bidg. 
Portland, Ore., San Francisco, 
246 Stark St. 49 Geary St. 











Order English Derby Ribbed Goods 
from Headquarters 


Richmond Hosiery Mills 


Chattanooga, Tenn. 


NEW YORK CHICAGO PORTLAND,-OREGON 
DALLAS, TEXAS SAN FRANCISCO 


ARROWHEAD 


Hosiery 
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How to increase Hosiery sales volume 
—without cutting prices 


OUR ALLEN.-A salesman is not just a man calling to 

‘‘show a line’ and write up an order. He is really a busi- 
ness man—like yourself. Constantly studying retail sales 
problems and plans. 


One sales plan, recommended by Allen-A salesmen last year, 
was used by over 1800 stores. It enabled these stores to sell over 
900,000 pair of a single style of hose—without reduced mark up. 


This plan is only one of many that your Allen-A man has at 

Reus. par. his finger tips. If you want to increase your hosiery sales with- 

: out sacrifice of profit—ask him. The merchandising ideas that 
Hosier y he can give you are sound and tested. Ask him about the new 
ccna **3615 Deal.’’ (Or if more convenient, write us direct.) It is a 


Underwear plan for a quick sale that has been used in both large and 
spring needle knit and athletic small stores with equal success. It features a new, moderately- 
madi < “gta priced hosiery style to go with the shorter skirts. 

THE ALLEN-A COMPANY, Kenosha, Wis. 
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show the medium grades first, then 
to go up or down as the customer 
inditates. This saves embarrassing 
those who wish to buy the cheaper 
grades, for they are sure to make 


During a recent. hosiery exhibition 
Miss Winone Saginaw, 19, was se- 
lected in Los Angeles, after a two 
weeks’ search, for a perfect pair of 
legs to display the very latest in hose 


HOSIERY SECTION 


some excuse for not buying the 
higher priced ones if these are shown 
first, so a sale is lost for the store. 
It does not make any difference how 
hard a girl may try to satisfy her 
trade, if she cannot present a smiling 
face together with a willing disposi- 
tion to help her customers by the 
proper kind of merchandise, she will 
not make the repeat customers so 
necessary to develop a satisfactory 
business.” 


Texas Merchant Plans to 
Double Business 


There is a shoe merchant in San 
Antonio who is not satisfied with the 
$20,000 a year volume that his 
women’s hosiery department is doing. 
He feels that the same space and the 
same number of girls should do twice 
as much business. He is Leon Kauff- 
man of Washers Brothers. With a 
hundred thousand women to draw 
from, and a well thought out plan of 
action, he believes that he can this 
year reach the desired goal. The 
plan is to increase the regular busi- 
ness 20 per cent, and to get the nec- 
essary volume through sales. 

A campaign has been worked out 


133 


whereby 60 per cent is to be regular 
and 40 per cent shooting. There are 
to be six sales a year, two semi-an- 
nual, two clearance and two special 
feature events, the latter of which, 
however, are not to be called sales. 
Stock is to be filled in every two 
weeks, giving the manufacturers a 
flat basis to work on. Mr. Kauffman 
has figured that he will need to 
carry ten thousand pairs of stock- 
ings to get the required volume, so 
every two weeks he sends the manu- 
facturers a report, allowing them the 
privilege of filling in both staples 
and novelties. He has agreed to carry 
fifteen new numbers. As soon as a 
new number comes out, an old one 
is to be killed. 

There are just seven grades to be 
carried, ranging from a mock seam 
chiffon at $1 to a sheer at $3.95. 


Grain Leading Color 


Reports from the Gotham Hosiery 
Shops for the week ended April 24, 
show grain as the leading shade in 
both sheer and service weights, while 
beige occupied second place in both 
weights. French nude was third in 
sheers, while black took third place 
in regular weights. 


New Display Idea Speeds Sales 


Chiffons Well Protected Until Sold 


BOSTON store, the Queen Qual- 

ity Shoe Store, managed by F. 

W. Whiteley, has recently installed 
a hosiery display cabinet which has 
speeded up sales and has diminished 
to a large extent the number of 
pairs of chiffons damaged by care- 
less customer handling. Incident- 
ally, it has reduced the losses due 
to theft, which was not an infre- 
quent occurrence during rush hours 
when hosiery was piled high on the 
counter in an indiscriminate mass. 
At the right of the store, as one 
enters, is the hosiery department. 
A large glass display case separates 
the hosiery department from the 
main part of the store. This glass 
display case is fitted inside with 
four shelves. On the floor of the 
case is a rug of green grass on 
which white shoes and white silk 
and chiffon hosiery were recently 
shown. On the top shelf were dis- 
played a wide range of shoe buckles. 
On the two intermediate shelves are 
always to be found about 32 hosiery 
boxes, 16 in each row, each one 


opened, and each displaying a dif- 


ferent hosiery shade. A neat white 
card placed in front of each box 
tells the customer the name of the 
shade, the price, and whether it is 
service weight or chiffon. A letter 
S or C in the upper right hand cor- 
ner gives the required designation. 

The customer approaches the case 
and receives a liberal education in 
the new shades. She does not have 
to say “I want a Moonlight” if she 
means a Mushroom shade. She sees 
“Mushroom,” “Moonlight,” ‘“Mauv- 
ette,” and all the other desired 
colors, right in front of her. The 
customer feels a sense of assurance 
that “she knows a thing or two” 
about the new colors in hosiery, and 
can call them by name. She does 
not have to ask the price, either, for 
that is plainly marked. All she has 
to remember is her size. When her 
order is given to the hosiery sales- 
woman, and the latter goes to the 
stock boxes and takes out the re- 
quired shade and size, the hosiery 
is displayed over the soft, kid gloved 
fingers of the hosiery woman. The 
customer may say, “Let me see it.” 


If so, the saleswoman presents the 
hosiery to her over her gloved hand. 
If the customer still persists that 
she wants to handle the hosiery her- 
self, the saleslady says: 

“One can see it better the way I 
am showing it to you,” and then she 
holds it right under the daylight 
lamp. “These delicate tints and 
hosiery are always shown to cus- 
tomers in just this way,” sweetly 
continues the saleswoman. And the 
sensible customer buys without fur- 
ther ado. 

If, however, an unreasonable cus- 
tomer says, “If I cannot handle these 
stockings myself, I shall not buy 
them,” every ingenuity of the sales- 
woman is used, or the buyer or man- 
ager is called, to prevent a dissatis- 
fied customer. But never is the cus- 
tomer permitted to handle the hosi- 
ery until it has been sold or charged 
to her account. 

In this manner, also, returns are 
eliminated, for the customer and the 
hosiery saleswoman see for them- 
selves that the goods are perfect be- 
fore the sale is made. 
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A 


Price Tag 


That Gets Action 


For there are more Judy O’Gradys 
than Colonels’ ladies—and they’re 


HE pressing need of the hour 
Ti hosiery at a price that will 
enable modest purses to keep 
up with fashion’s changes. 
A regiment of Judy 
O’Gradys long for the 
new colors quite as much 
as the colonel’s lady. They 
form a great market. 
“The Lord must have 
loved people with slim 
purses,” said Lincoln, “be- 
cause he made so many of 
them.” 


Everwear Service Hose 
No. 22 and Chiffon No. 33 
do more than attract—they get 
action. 

At $1 a pair they open the flood- 
gates of popularity. Priced wholesale 
at $8 a dozen. Semi-fashioned and 


sisters under the skin 


knit to impart that stylish feminine 
contour. Obtainable in all colors 
needed to match shoes and costumes. 

They are made by the same above- 

board Everwear manufac- 
turing methods that have 
won so many friends 
among dealers. 

We have succeeded— 
without sacrificing ma- 
terials, without forcibly 
stretching counterfeit 
length into these stockings 
—in producing a faster- 
turning, money - making 
hose, in smart colors, that 
is unbeatable. 

Send for a trial order of these num- 
bers. We consider them in the light 
of missionaries for the Everwear 
line—and you may be sure they will 
speak a good word for themselves. 


Today wire or write for samples and price list 


THE Everwear Hosiery Co., Milwaukee, U. S. A. 
Pioneer Makers of Quality Hosiery for Men, Women and Children 





Hosiery 
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Public to View Hosiery Show 


Exposition in New York Next Month 


sup- 
port has been enlisted for the 

_Afirst National Hosiery and Un- 
derwear Exposition which will - be 
held at the Hotel McAlpin, New 
York, June 9 to 15, inclusive. Among 
the New York Civic organizations 
whose support has been promised 
is that of the 42nd Street Merchants 
and Property Owners’ Association 
and several other civic associations 
and women’s clubs. The exposition 
is assuming a larger aspect than a 
mere trade event. The general pub- 
lic will be admitted to see the latest 
products of American hosiery and 
underwear mills during the evening. 
The show will be restricted to buy- 
ers during the day. Already more 
than 3,000 buyers of hosiery and 
underwear from all parts of the 
country have signified their inten- 
tion of attending the exposition. 

The show will be featured by the 
display of well known lines of 
hosiery and underwear on_ living 
models, prominent stage and motion 
picture stars having been engaged 
for this purpose. Special merchan- 
dise is being made up for presen- 
tation to the Queens of Italy and 
Spain and to the members of other 
[European royal houses. Features of 
the exposition will be broadcast over 
the radio for several weeks before 
the exposition opens. 

Publicity has appeared already 
in the daily press, and pictures have 
appeared all over the United States 
in photogravure sections of Sunday 
papers, showing some of the novel- 
ties in American made hosiery. This 
exposition is restricted to American 
made hosiery only. 

Some of the models engaged by 
the committee are artists in the 
theatrical and motion picture fields. 
Baroness Lydia de Briess, winner of 
the beauty contest held on the 
Riviera, and Miss Edna Gertrude 
Hagan, child actress in the “Kiss 
for Cinderella” will be featured. 

Tickets for this exposition will be 
supplied by request from any manu- 
facturer or jobber of hosiery or un- 
derwear, or writing to the Exposi- 
tion Offices, 116 West 39th Street, 
New York City. 

Charles Wendell, in charge of the 


( ONSIDERABLE public 


Arousing Much 





Interest 


Ath ; x 
} Ca, 
& € 





se 


Ruth Cline, winner of three State beauty contests and the child movie 
star who sails for Europe late in June with American made hosiery 
that will be presented to the reigning monarchs and heads of various 
countries as gifts from American manufacturing firms exhibiting at 
the National Hosiery and Underwear Exposition, June 9 to 15, at the 


Hotel McAlpin, New York. 


She is wearing a complete costume made 


of hosiery 


National Hosiery and Underwear 
Exposition, has asked retailers 
throughout the country to let June 
7th to 15th be known as National 
Hosiery Week. 

Special window displays, inter- 
esting merchandising events and 
stressing the importance of hosiery 
in every possible way will be the 
chief concerns of retailers during 
this week. 


Beginning May Ist efforts to find 
the girl with the prettiest ankles 
were made for the purpose of crown- 
ing her Queen of Hosiery City, 
which will open June 9th. Depart- 
ment stores, specialty shops, hosiery 
and underwear stores have been en- 
listed in the drive. Requirements 
are for contestants to submit a pic- 
ture of the legs. This already has 
aroused public interest in the show. 
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No. 625—260 NEEDLE. Chiffon—Pure Thread Silk, 23- 
inch Boot, full 5 inch Mercerized Top, Heavy Heel ard 
Toe, High Spliced Heel and Double Sole, also Ravel Stop, 
Seamed Back and Fashion Marks. Sizes 8 to 10%. 
Packed 1, dozen, to Retail at $1.25. 







aaa 





There is no Substitute 
for Simple Beauty 


ERE is a hosiery value a woman 
simply cannot resist! Chiffon, of vr 
course, for the new season requires light 
weight. An unusually long boot—an- 
. swering the demands of the short skirt 
5: / mode, and knit with full size yarn at the 
proper tension. This Buster Brown 
number has every feature that means 
continuance of hosiery beauty. Made in 
| the;more delicate pastel shades for even- 
\ ing] wear and in darker tones for 
general use. 


So ar ch rene 




















If you haven’t the new price list of this 
and other unusual Buster Brown values, 
write to the Selling Agents. 






Amory, Browne 2 Co. 


BOSTON CHICAGO NEW YORK 


BUSTER 
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Hosiery and Shoes Inseparable 


By Merle Higley 


Stylist for the Brown Durrell Co. 


(Address at Joint Style Conference, New York) 


means shoes only, to. most peo- 

ple, but keen shoe men are in- 
creasingly aware of the inseparable 
relation of hosiery and shoes. The 
barefoot novelty confines itself to 
mannequins, chorus girls, and a few 
flappers. In the old days of long 
skirts the woman could dress up with 
hat and shoes and a frilly jabot and 
jewelry, and long skirts and high 
shoes hid the stocking. Now 16 in- 
ches of stocking is a striking pro- 
portion of the costume. If the color 


, 


Prneens sic 0 footwear still 


Sport Costume by Belmont-Hickey— 
Coat of imported tweed, furlined. 
Two buckle strap sport pumps of 
tan fish scale, with Galucia trim- 
ming, and covered heel, with Dune 
Gordon V-Line stocking 


is glaringly wrong the woman will 
not appear many times with that 
costume. If the stocking has an 
ugly foot and poorly shaped ankle, 
is of uneven weave and lusterless, 
even an ordinary shoe is compro- 
mised by its company. Correctly 
chosen hosiery is style insurance for 
both gown and shoe. 

So the shoe store and shoe de- 
partment have a vital interest -in 
hosiery and hosiery departments. 
Last spring a smart shoe department 
in the best store of a wealthy town 
of about 75,000 population, featured 
apricot kid, finding it one of their 
best sellers. The shoe buyer picked 
the shade of hose to harmonize with 
the shoe. Later a hosiery salesman 
came along, told the hosiery buyer 
that shade was not selling, so she did 
not order it. The result was that 
the customers of the shoe depart- 
ment left that store to buy hundreds 
of pairs of hose in a small corset 
shop. Last fall a beautiful one- 
strap silver brocade evening slipper 
was added to the line for which an 
evening stocking could not be found 
in the town to supplement the beauty 
of the shoe. Several times shoes 
were returned because the customer 
could not find the right shade of 
stocking to wear with them. Need- 
less to say, the hosiery department 
was not increasing its sales, and a 
new buyer was obtained. 

Sometimes hosiery departments 
want to cooperate with shoe depart- 
ments for their mutual benefit, and 
find that the shoe buyer does not yet 
realize the relation of hosiery to 
sales of shoes. Recently a shoe buy- 
er did not want to furnish a few 
pair of shoes for models exhibiting 
hose, or for displays representing 
the correct costumes for sport, street, 
afternoon, and evening wear. The 
shoes were obtained, however, with 
the result that comments from spec- 
tators ran something like this: 
“What’s the price of that shoe?” “I 
did not know that had a shoe 
department” (it was 15 years old). 
“Did that pair of shoes come from 

? I did not know that they had 
such smart looking shoes.” The shoe 
buyer became much interested, and 
now wants hosiery to display with 


= 4 


shoes in his Cepartment, and will 
get names of new hosiery colors so 
that he can suggest to a customer 
leaving his department that a cer- 
tain shade she will find in the hosiery 
department would be just the thing 
for that particular shoe. 

Window displays sometimes libel a 
shoe department’s style stock. A re- 
cent one showed a sport costume con- 
sisting of an Indian Blanket coat, 
balbriggan dress, nude chiffon hose, 
and black satin pumps. The shoe 
department had good looking sport 


brs 


Street Costume — Two-piece suit, 

copy of Patou model, in black Poin- 

tera, by Gera Mills. Black patent 

leather pumps, with newest Paris 

stocking shade of grey-beige, Manon, 
in Gordon V-Line stocking 
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HOLYOKE 
Specialties 


_———_ 
“PEERETTE” 


The peer of all fine sheer hosiery. 
Available now in liberal quantities for 
shipment on short notice. $22.50 per 
dozen. 

$22.50 per dozen 


IN THESE COLORS: 


AURORA MAUVE ROSE SHELL PINK 
BLACK MAUVE TAUPE’ SILVER 
FRENCH GREY MOONLIGHT TAUPE 
GOLD MORILLE TEA ROSE 
GUN METAL ROSEE TORTOISE 
HONEY ROSE BBIGH WHITE 
MAUVE ZINC 
“NOUVELLE” 


Gan Metal With Black Foot, 
$24.00 per dozen. 


“GAUZETTE” 

Originated by Holyoke, “GAUZETTE” is 
featured by the finest shops with phenomenal 
results. 

$22.50 per dozen 


NO. 405 


Successfully satisfying those demanding a 
slightly heavier weight hose. 


$22.50 per dozen 


NO. 463 
A very sheer hose in 13 colors. 
$27.00 per dozen 


Delivery on No. 463 cannot be made until 
after June 1. 


HOLYOKE colors include standard shades 
recommended by Textile Color Card Associa- 
tion as well as exclusive HOLYOKE shades. 


358 Fifth Ave., 


NEW YORK Pohaghe 





OU know without our telling you how 

perfect a silk hose HOLYOKE must 
be to win the position it enjoys in Fifth 
Avenue shops. To perfectly meet the ex- 
acting demands of New York's most 
critical women, HOLYOKE must and 
does give them the best exemplification 
of the color mode—not only that, but 
original colors that are truly exclusive. 


More—it must give them color perma- 
nence and brilliance that remains and will 


not wash out. HOLYOKE colors are dyed 
in the yarn. 


And as for sheerness—HOLYOKE has 
firmly established its reputation for the 
utmost delicacy combined with the most 
unusual! service. 


As Fifth Avenue merchants have built a 
constantly growing patronage on HOL- 
YOKE SILK HOSE, so can your store. 


° G. 453 Washington St. 
Sith Hosiery see 
O “YO: 2, 5S. 








O yoRe. 


SILK HOSIERY 
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oxfords, and the hosiery department 
silk and wool hose. On the six 
models in the window, only one style 
of shoe, pumps; in two materials, 
black patent and satin; were shown, 
yet the shoe department stocked and 
sold their customers shoes for oc- 
casions—sport, street, afternoon, and 
evening wear. The window displays 
misrepresented the shoe department. 

Advertising of shoes accompanied 
by hosiery style suggestions as to 
color and type have been featured 
each season by one of the largest 
department stores in the country. 
The shoe copy for last fall featured 
the opera pump for street, bridge, 
tea, and evening, the hosiery copy 
“to accompany her smartest foot- 
wear” suggested shades and novel- 
ties. Many retail shoe stores are 
carrying hosiery so that they have 
the right colors for their custom- 
ers. Hosiery salesmen have some- 
times gone through an entire retail 
shoe stock, and marked the correct 
hosiery color on the boxes, so the 
shoe salesmen have the correct in- 
formation for suggestive hosiery 
selling. 

Shoes and hose are accessories to 
the costume. Their “style” changes 
with the change in the costume mode. 
Style in hosiery means that the hose 
must either harmonize with the cos- 
tume (including shoes) of the wear- 
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er, or with her complexion. Stock- 
ings should blend with one of the 
shades of brown, beige, or gray that 
appears in the shoe, and preferably 
also appears in the costume. Since 
it is very necessary that not too 
many shades of the same color ap- 
pear in one costume, there is the ad- 
ditional group of light and dark 
shades in the brown range which 
match one of the two or three shades 
which worked out the harmony in 
dress or suit. Smart women in the 
very beginning matched the natural 
tone of their skin exactly. Flesh 
colored stockings are unquestionably 
the smartest for all but a few occa- 
sions and costumes. There are many 
different shades and tints which are 
all called “flesh” which explains the 
large range of “nude” shades carried 
by the best manufacturers and re- 
tailers. 

Shoes for active sports wear must, 
of course, be low-heeled and prefer- 
ably either oxfords or of the sandal 
type. For the active sportswoman, 
stockings must be of wool, silk and 
wool, or lisle. For the onlooker, hose 
should be light weight wool, silk and 
wool, or medium weight silk, depend- 
ing upon the sort of costume worn. 
Shoes may be oxfords, sandals, or 
the simpler sort of strapped shoe 
with one broad or two narrow straps, 
and wooden heels. 
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Stockings for the street costume 
are more limited in choice. Chiffon 
or medium weight silk should be 
worn, the former always with more 
formal costumes of finer fabrics and 
with kid or lizard shoes. Chiffon 
hosiery is only correct with the pump 
with a covered heel and turned sole. 
It also gives the best wear with 
lighter weight shoes. 

For formal afternoon wear, hose 
must be chiffon. Flesh shades are 
smartest with black, blue, brown, 
red, or green. Gray shades are ap- 
propriate with gray costumes, and 
some shades of blue, and can be worn 
with gray or black shoes. 

For semi-formal or dinner dress, 
very pale nude shades in chiffon are 
smartest. This is especially impor- 
tant with darker colors when satin 
slippers to match the gown are worn. 
The tendency to dye satin slippers 
the same shade as the dinner dress 
continues this season. Stockings in 
high colors to match a brilliant red 
or green frock should be worn only 
by the few women who can do so 
successfully. The new pastel shades 
are the principal novelty in evening 
hose. Pale nudes with green, blue, 
or mauve tints; Froth, Ciel, or Lilac 
Nude, establish a harmony between 
skin and gown that insures distinc- 
tion to the evening costume. 


&\flosicry MARKET TALK 8 


Macy Puts Hose in Shoe 
Department 


One of the past month’s news de- 
velopment of importance to shoe 
stores handling hosiery would ap- 
pear to be the announcement by 
Macy’s department store, in New 
York, of cooperation between its 
shoe and hosiery departments by 
means of a hosiery section installed 
in its women’s shoe department, on 
the second floor. It has taken sev- 
eral years for this Goliath among 
hosiery competitors to engage the 
innumerable Davids of the shoe 
business in open combat; and, even 
now, the inciting cause is not ac- 
knowledged to be shoe store compe- 
tition for hosiery trade. The new 
move, it is stated when the origin is 
asked for, arises from the depart- 
ment store’s internal _ situation, 
where woven shoe buyers, inquiring 
for hosiery to match shoes, could 


only be instructed to betake them- 
# Selves, with their shoe purchase, to 


the hosiery department on the 


ground floor and there shop for 
hosiery as if they were in some other 
department store. 


* * * 


Staples Still Good in Men’s 
Half Hose 


The demand for fancies has tended 
to blind the eyes of the trade to the 
fact that there is still much busi- 
ness to be had in men’s staple half 
hose of silk in the good old, pre-war 
colors—black, gray, blue and tans. 
One large wholesale house reports 
that it expects to do fully sixty per 
cent of its half hose business this 
season on men’s staple silk hose. And 
this house, let it be known, is amply 
supplied with fancies, too. “Every- 
body sees fancies in the windows,” 
comments the hosiery buyer of this 
organization, “and not unnaturally 
jumps to the conclusion that staples 
are clear dead. But go inside the 
stores and you will find that a good 
business is being done. Many con- 


servative dressers have never taken 

to fancies and never will. I won- 

der whether the retail shoe mer- 

chants are not overlooking a bet.” 
* * * 


New York Office for Trufab 


Following the recent announce- 
ment of the new bi-spinning process 
of invisible hosiery reinforcement, 
comes the news that Walter J. Mc- 
Clelland has sold out his interest in 
the Smith McClelland Corporation to 
take charge of the distribution of 
the Trufab line of men’s half hose, 
manufactured by the Climax Hosiery 
Mills, Athens, Georgia, inventors 
and exclusive users of the process. 
He has opened offices at 366 Broad- 
way, New York, Suite 904, where 
the full line will be on display at all 
times. He will be assisted by T. A. 
Patton and Ned Cohen, both well 
known in the hosiery field. Mr. 
McClelland has been active in the 
hosiery market for fifteen years, 
during the last eight of which he 
has headed his own company. 
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Look at these prices! 


This array of new styles is offered to meet the growing demand 
for smart patterns at a popular price. These patterns are indelibly 
printed by the Weber process and cannot be washed out. A 
sample order of these splendid wearing novelties will convince you 
and send you back for more. 

STYLES BASE COLORS PATTERN HARMONIES 
Rayon and Mercerized French Tan Fr. Tan Base Blue or Purple 


High Grade Mercerized Grain Grain Base Blue or Brown 
Combed eotton G Grey Base Blue or Purple 


No, $3.85 per dozen 
$2.75 per dozen 
lo $2.15 per dozen 
No. 1000 (Special for little boys— 

sizes 64%2-9) $3.00 per dozen 


The Weber knit Company 


3635 North Smedley St. 
Philadelphia, Pa. 


Special Concessions to Case Lot Buyers 


eae eR 





Se OPN emp eRe 


F 4 - SPECIAL 


1" ~ ® > ’ Ladies’ all silk spring 
Ladies’ spring needle DOO! needle chiffon—crys- 


silk chiffon—lisle top nt | tal clear. All fast 


i selling colors. 

—exceptionally clear ; ° 

. OOO! 

fabric. Best colors. 2 Price 
‘ POON ite $8.25 per dozen 

Price ae ; as Tey 

$6.95 per duzen ut Special prices in 30 


dozen lots. 























Duo-Toe 


For Spring and Summer Te a 
Hosiery Display 


a No. 258-T 

Upright 3% x 4% x 18 
inches high and extensi- 
ble. Stepped crossarm, 
measures %4 x 24 inches 
across. A base, 6 inches 
in diameter. 








at | 








— 


No. 258-T @ Made in lisle top silks. 


No. 258-¥ Medium, extra service 
Upright % x % x 21 and chiffon weights. 
inches high and extensi- 


ble. Diagonal crossarm Also silk to top chiffon. 








3% x 23 inches, with par- 
allel racks for hosiery 
display. B/N base, 7 
inch diameter. No. 258-Y 


J. R. PALMENBERG’S SONS, Inc. ELLIOT HOSIERY CO. 


Creators of Display Equipment for Over 70 Years 


63-65 West 36th Street, NEW YORK 258—5th Ave., New York 


BOSTON OHICAGO 
it 4 99 
26 Kingston Street 204 W. Jackson Blvd. o the uture 
on SAN [FRANCISCO The stocking f f 
11 First Street 
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Two New 
Ideas 
in 


Hosiery 


HOSIERY SECTION 


Above is shown a new 
fancy topped, bobbed, 
seamless hose, which prom- 
ises to be much in vogue 
with the flappers this sum- 
mer. 

At the left is a lisle sport 


hose in woven criss-cross 
pattern. 


Small Space Can Sell Large 


Hosiery Volume 


[CONTINUED FROM PAGE 127] 


“Our complete line of hosiery will 
be of help in selecting hose to match 
your shoes.” Cook’s, Inc., 12 Fagan 
Arcade, Palm Beach, Fla. 

* * * 

“The smartest hosiery colors are 
always shown at the shoe store first. 
Prices $1.00 to $3.00.” Wright- 
Scruggs Shoe Co., Spartanburg, S. C. 

* * * 


“New shades of hosiery to blend 
with the spring slippers in both chif- 
fon and medium weights, $1.45.” 
Mandels, Los Angeles, Cal. 


silk chiffon hosiery with 
silk tops. To match all the colorful 
spring slippers. They come in a 
wide range of colors: Honey, Blonde, 
Sauterne, Bois de Rose, Parchment, 
Nude, Mist. Twenty new shades 
from which to choose. Silk tops and 
silk feet. A new pair if they run. 
$1.69. Two pair, $3.25.” Panors, 
620 Nicollet Avenue, Minneapolis, 
Minn. 


“All 


* * * 


“Beverly silk top ‘lavender stripe’ 
chiffons. Beverly full-fashioned silk- 


top chiffon hose meet every demand 

for attractiveness and serviceability. 

Their low price, too, assures the ut- 

most value. A complete range of 

spring colors. $1.95; 3 pairs for 

$5.55.” Husch Bros., St. Paul, Minn. 
* & * 

“Hosiery full-fashioned, sheer silk, 
all popular shades. $1.35 (3 pairs 
$4.00).” Forsythe, 820 Euclid Ave- 
nue, Cleveland, Ohio. 

* * * 


“Beautiful hosiery to match.” 
Ray’s, Memphis, Tenn. 
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What Is Service 
Worth to You? 


INE stockings are a matter of fine silk—a 

matter of skill—a matter of paying for and 
buying the best. We've done that in testimony 
of which is Ray-Mond Hosiery—complete in its 
range of styles and surpassingly beautiful in its 
silk and knitting excellence. 


But successful retailing demands more than that. 
Successful retailing demands service and service 
cannot be bought like merchandise, cannot be 


sampled. 


Service is a matter of principle—of policy, of 
understanding the fact that the merchant cannot 
sell women promises when they ask for hosiery. 
Cannot sell them Rose Taupe when they ask for 
Blonde Beige. Cannot sell them 9% when they 
want 10%. 


Successful retailing demands that the hosiery 
manufacturer keep his promise of service. De- 
mands the kind of service that the Ray-Mond 
Hosiery Company are performing to thousands 
of retailers from the small exclusive shop to the 
department store. 


If you are using satisfactory merchandise and 
not getting service, remember that you can get 
both from the Ray-Mond Hosiery Company. 


Style 1487— Misses’ Silk No. 551— Full Fashioned 
and Rayon Spring Needle thread silk chiffon with 
Hosiery. In response to silk to the welt. An ex- 
the demand of our cus- ‘tremely fine _ stocking, 

clear, lustrous finish and 


tomers we have improved 
this stocking by extend- 
ing the silk to the welt. 


serviceable. Dozen, $14.50. 
No. 568—Pure Thread Silk 


Made _ flat like ladies’ Chiffon to the welt. The 
hosiery. Mercerized lisle clearest chiffon possible: to 
tops. Size 8 to 10. Packed buy. Packed in individual 
¥% dozen in a box. Colors: bags. Dozen, $8.00. 


Mauve Taupe Zinc, Blue 
Fox, French Nude, Beige, 
Champagne, Nude, Black 
and White. A _ sensational 
new number. Has the ap- 
pearance of a thread silk 
fashioned stocking but 
wears like Dozen, 
$8.00. 


ONE TWENTY - FIVE — 
Ladies’ Pure Thread Silk 
Spring Needle Stocking. 
Every inch of silk guar- 
anteed ‘run-proof’” and 
free of all irregularities. 
Reinforced lisle tops and 


iron. 
feet. Dozen, $9-00. 





Samples on Request. 


RAY-MOND HOSIERY CO. 


373 Fourth Avenue New York City 
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“The Place to 
Sell Hosiery is 
the Shoe Store” 


HREE YEARS AGO 


“HOSIERY” 
to preach that text to an 
audience of over 10,000 
attentive shoe merchants. 


started 


The sown seed is growing 


with 
All over the country shoe 
merchants are putting in 


amazing rapidity. 


hosiery departments. 
Each month the idea 
grows bigger. 


So we say to you—the 
place to sell hosiery easily, 
is to the shoe merchant 


The Boot and Shoe Re- 
corder, through this Ho- 
siery section, offers a di- 
rect approach to the most 
responsive group of ho- 
siery buyers in the 


country. 
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Publishing Company 


Boston, Mass. 

















2552525252525 





lala: 
eocsc4 











7 


[ee | oe |e | ee |e ee Ce | eee | ee ee oe te ee eee ee | | | 
J IOOOCIcCIc 


| oe | ee | ome | oe 
+ | ae te | ae) ie ee 








1090909900006 
ac IOICICICIC 


II 
JOOOOOCIOOOICICICICICIC IC 





Issue of May 1, 1926 



















Stern as 6 mS’ Oo em te oe em 


ww 


_ex fll 




















—_—_———_— 








Ls eee oe oe ego oeSeSe5e5e5e5a5a5a09 
ooo e aoe oe SeSe5e52525a5a03 
Teer rrr ellie lelrls 
ao oe 5e52525 








beSeSe5e525252e525ar 


Boot and Shoe Recorder 


HOSIERY SECTION 


Trade News and Gossips 


Silk Hosiery Prices Cut 


A decrease of from 25 to 50 cents 
per dozen in silk hosiery has been 
announced by leaders in the indus- 
try. Some of the reductions are ad- 
vertised to become effective imme- 
diately while others will not put 
them in force before July 1. It is 
generally understood that this reduc- 
tion is not a reflection of lack of 
sales of this merchandise... Business 
has been uniformly good. The manu- 
facturer’s ability to make this con- 
cession is due to the lack of busi- 
ness in the broad silk industry, 
where times have been anything but 
good and in which, curtailed produc- 
tion has released large quantities of 
the unfinished product which can be 
and is used in knitting hosiery. This 
saving the manufacturer is passing 
along to his trade. 


Half Hose for Little Boys 


Weberknit Hosiery Company of 
Philadelphia announces the addition 
of a line of smart printed half hose 
for little boys from size 61% to 9. 
This is in response to a demand 
from several stores throughout the 
country for novelty hosiery for the 
small boy who wears his long 
trousers at an early age. 

* * * 


Two New Grays 


The Finery Silk Stocking Co., of 
New York City, announces the addi- 
tion to its line of service weights 
and chiffons of two new grays— 
Neutral and Lirosa. These colors 
can be worn with gray or black 
shoes, contrasting well with the 
latter. 


Children’s Hosiery Styles 


Stockings for children are all in 
7/8 lengths for the summer, with 
fancy tops and bodies in plaids, 
stripes and heathers. The bulk of 
children’s hosiery will be sold in 50 
and 75-cent retailers. Various store 
buyers, however, have taken on plain 
leg goods and also some that are 
ribbed to the toe, while not a few 
are prepared to offer drop stitch and 
flat stitch hosiery in mercerized and 
in fiber-plated mercerized, with tops 
that are fancy as well as plain. For 
the younger child, of six years and 
less, socks with colored bodies and 
fancy top cuffs have taken the place 
of the white-bodied, colored cuff 
variety. These colored body socks 
will probably be in favor through- 
out the summer. 


New Patterns in Men’s Fancy Hose— 


Three new patterns in fancy 


by courtesy of the Heiner Hosiery Co. 


2 
ae sot 
14 ee eee ks 


half hose shown 


New full fashioned half hose with woven-in 
wide clox, imported by Krueger-Tobin _ 
Issue of May 1, 1926 
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ANNOUNCING 











—a new and exclusive pattern 


Here is a splendid pattern which we have developed with painstak- 
ing care, to fill the present popular demand. 





All of our patterns are exclusive because they are made on our own 
patented machines. 


Hirner Quality is higher because of sharpness of patterns, purity of 
yarns, fastness of color, skill in knitting and popularity of patterns. 
Hirner hosiery will bring you a steady and thriving business. 


Style No. 830 (Illustrated) 


Rayon and lisle, in four-color combinations 


A DOLLAR RETAILER 


HIRNER HOSIERY CO. 
Main Office: ALLENTOWN, PA. 


Chicago, Ill., Office Cleveland, O., Office 
Gale V. Smith, 408 S. Wells St. Fred A. Smith, 1426 W. 3rd St. 


HIRNER’S HIGHER QUALITY 
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